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SUNDAY SHOW OPENING IS SUCCESS 


N. A.D.A. Session Reveals Record ‘SEEN AS REGULAR FEATURE 
Dealer Attendance at N. Y. Show AT FUTURE N. Y. EXHIBITIONS 


Discussions Indicate eaten to Get Both Sales| ] 000 ATTEND OAKLAND 


and Profits in 1931; Part to Be Played in 


Scrapping Considered; Spirited Talks 


EW YORK, Jan, 5.—De- 


termined as never be-| 
fore to go after only profit- | 


able business from every con- 
ceivable source, unhampered 
by any false spirit of opti- 
mism, 


any previous meeting met this 
morning for the National 
Automobile Dealers Associa- 


tion session at the Hotel Com- | 
|senger Regal sedan, six wire wheels, | 


modore. 

Attendance at this meeting and 
the spirit which prevailed gave clear | 
indication that the National Show 
has attracted more dealers than any | 
former show and that without excep- | 
tion the men who handle the sales | 
end of the industry are fully awake, 


(C ontinued on page 27) 


PRICES ANNOUNCED ON 





DE SOTO SIXES, EIGHTS 


New York, Jan. 5.—Prices on the | 
new De Soto Six and the new De) 
Soto Eight being shown at Grand 
Central Palace are announced today 


by the De Soto Motors Corporation 


as follows: 
DE SOTO SIX 


Four-door sedan 
Coupe (rumble seat) 
Roadster 
Convertible coupe 


DE SOTO EIGHT 


Four-door sedan 
Coupe (rumble seat) 
Roadster 
Convertible coupe .. 
De luxe sedan 


eeeererce 


1075 


WHERE TO GET 
AUTOMOTIVE DAILY 
NEWS DURING 
THE SHOW 


Show issues to the 
trade visitors in New York 
are free’ and may be ob- 
tained from your hotel 


at the show, in the press 
room at the show or at 


| 


‘STUDEBAKER ANNOUNCES — 
PRICES ON NEW “SIX” 


New York, Jan. 5.—Studebaker 
Corporation today announced prices 


|on the new line of six-cylinder Stu- 
| debaker 
at least a third more | 
dealers than have gathered at | 
| business coupe, $845; five-passenger 
four-door sedan, $895; four-passen- | 


cars, embodying “free 
as follows: 


$795; 


wheeling,” 


Roadster, two-passenger 


ger coupe, rumble seat, $895; tourer, 
$895; Regal tourer, $895; five-pas- 


$995. 


PARTS AND TIRE 


LOOK FORWARD T0 GOOD YEAR 


DEALERS’ CONVENTION, | 
ANNUAL SHOW BANQUET 


EW YORK, Jan. 5—The Oak- 
land Motor Car Company this | 


afternoon inaugurated at the Hotel | 
Pennsylvania a series of sales pre-| 
sentations that will continue during | 
the winter at key points from coast | 
| to coast. The proceedings, under | 
the personal a of I. J. Reu- 
ter, president, and W. A. Blees, sales | 
executive of Oakland, are designed | 
to give the dealer organization a 
real understanding of what the 
company is offering for 1931. 

At 6.30 the Oakland dealers, 1,000) 
strong, adjourned bo the ballroom | 





(Continued | on Page %) 


INDUSTRIES 


| 
| 


EW YORK, Jan. 
manufacture of parts, 


5.—Decided 


improvement in : the 
accessories and tires during 


1931 is seen by executives of the industry in statements 


'prepared for Automotive Daily News. 


Service executives 


also see further advances in dealer service operations during 


the coming year. 

Further expressions from car and 
truck manufacturing executives re- 
garding the outlook for 1931 are 


5; contained in this review, the third 


installment of statements made by 
leading men of the industry to 
Automotive Daily News. Passing of 


(Continued on Page 8) 


5 PRICES ON NEW SIX LINE 


ANNOUNCED BY BY CHRYSLER: 


New York, Jan. 5.—Prices on the, 


new Chrysler Six line, announced at 
the opening of the New York show 


by the Chrysler Corporation, with | 


the exception of the price of the 
new convertible coupe which has not 


been decided upon, were released | 


today as_ follows:— 


CMD vcccccescee oecccccens $885 
Roadster 


STEWART GAINS 844% 
Buffalo, N. Y., Jan. 5.—Stewart 


news stand, booth D-14 | 


your own booth or dealer | Motor Truck Corporation for ad 


months ended November, 


© 


[ Topay | 


Sparks From the Show 
Editorial: “New Era” 
Used Car Stocks at Lowest Level in 
ee’ ree Page 6 
Motor Executives Predict Business 
Gains for 1931 Pages 8, 10, 21 
Dealers Fix Own Used Car Values 
Page 10 
| Dealers Should Get Share of Main- 
tenance Business Pages 12, 20 
|Angell Reviews Growth of Conti- 
nental Motors 
| Wholesale News and Views. .Page 18 
Bigger Highway Programs to Aid 
Unemployed 
Marmon Dealers Set for Intensive 
| Sales 
|Dealers Organization of Auburn 
Faces 1931 
|Diamond T Gets Sales on Strict 
One-Price Basis 
|Lycoming Sees Big Gain During 
1931 
Safety Responsibility Law Will Be 
Proposed in State of Washington 
Page 20 
teases Get Sales With Selective 
Direct Mail 
Portland A. T. A. Plans Compaign 
Page 23 





 Phivenes | in Grand Central Palace Impressed by the 
Large Variety of Entirely New 
Automotive Offerings 


EW YORK, Jan. 5.—Attendance at the first Sunday 
opening in the history of the New York automobile 
_show yesterday was such as to warrant the prediction at this 
| time, even though booth managers are reluctant to commit 
themselves, that this feature will become a permanent part of 
national automobile shows of the future, 
——® In spite of the balmy spring like 
weather, with its urge to sfay out 
= doors rather than to visif indoor 
xhibits, large crowds descended 
upon Grand Central Palace early, 
and by midafternoon the large 
auditorium was filled almost to ca- 
pacity. The evening session. too, 
was exceptionally well attended. 
New York, Jan. 5.—Hupmobile, Dealers are attending in greater 
numbers than in any previous year, 
this noon, at the Commodore Hotel One thing stands out at the show 
inaugurated its show week series of | this year more than any year in the 
dealer luncheons, in the course of | past and aa is that newness will 
which sales and service policies and|€ the keynote in 1931. Thosa 
‘nie — di | makers who have seensed the neces« 
eveiopments come up ior GISCUS- | sity of offering entirely new cars to 
sions. About 250 dealers and dis- | the public in 1931 (and most of 
tributors were in attendance at this| them have) will be rewarded for 
first mid-day meeting. | their foresightedness. 


-HUPMOBILE STARTS 
SERIES OF SHOW WEEK 
DEALER LUNCHEONS. 


Brief addresses were made by | 
DuBois Young, president of Hupp; | 
R. S. Cole, vice-president in charge 
of sales; I. M. Kauffelt, assistant 
sales manager; C. E, Salisbury, di- 
rector of service, and Fred Dick- 
inson, advertising manager. The} 
speakers stressed the sales value of 





(Continued on on Page %) 


The trend to increased cylinders, 
silent syncro-mesh transmissions, 
free wheeling and downdraft carbue 
retions, and such other innovations 
for better performance and easier 
handling has been well justified by 
the interest shown by visitors at the 
show. New body types are, of 


(Continued d on Page 24) 





OVERLAND ADDS NEW LINE 
OF WILLYS TRUCKS FOR 1931 


EW YORK, Jan. 5.—In response to the demand for low 
cost per mile haulage and high efficiency, Willys- 


Overland announces its 1931 


one and one-half ton commercial chassis, 
bodies for every business need. 
The model C-113 is the one-half ®@——————— 


tone unit with a wheel base of 113 
inches an is powered by a 65- 
horse power engine. The chassis 
Ksts at $395. The model C-131 is 
a@ one and one-half ton unit, with 
a wheel case of 131 inches. It lists 
at 595. All prices are f. o. b. Toledo. 

The display of twelve of these 
completed units in Grand Central 
Palace is the largest truck exhibit 
ever staged at a National Automo- 
bile Show by the Toledo manufac- 


Willys line of one-half and 
complete with 


officials are convinced that the 
Willys truck line will make a ma< 
terial contribution te to the company’s 


(Continued on Page 27) 


INTERNATIONAL TRADE 
SESSIONS UNDER WAY 


New York, Jan. 5.—The Inter- 


turer, definitely marking that com- national Trade Conference opened 
pany’s aggressive entry into the | this morning at the headquarters of 
commercial car field. With a thor-|the National Automobile Chamber 


meeting. 


| 


showed a United States registration New Things You Will See at the 


increase of 8.56 per cent. 


Page 26) 


oughly organized distributor and | 
dealer organization, Willys- -Overland | 


(Continued on page 27) 
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No Power or Condition. 


Can Hold 


By JOHN WARREN WATSON 
President John Warren Watson Co. 


WOULD like to go on record in 

your publication with a few 
words of cheer for the 1931 outlook 
and am therefore hopeful that even 
at this late date you can some- 
where squeeze my opinions in to a 
position in your columns. 

Personally, I cannot remember 
ever having been as optimistic with 
regard to the future as I now am— 
and I mean immediate future. None 
of us has yet seen any power or 
condition or thought which can 
hold America down. The fact that 
America is down at the present 
moment is what makes me so cock 
sure of our 
what is there that can hold her 
down? We millions of Americans 
pretty well think and act together. 
When we are going up, we go up 
fast and we go up Strong. As a 
result of this concentrated effort 
we generally go up pretty high. 


Sometimes, maybe, too high. Then | 


we about-face and tumble down. 
And our energy in that direction 
seems to be as enthusiastic as in 
the up direction. Once we have 
realized, however, that we have hit 
bottom we again quickly about- 
face and in unison force upwanl 
again. We now realize that we have | 
hit the bottom and have hit it 


HUPP EXECUTIVES 
ADDRESS DEALERS 
AT SHOW LUNCHEON 


(Continued from Page 1) 


the new Hupp free wheeling eights | 


and the six line. The Hupp dealers 


generally are going into the new | 
confident of better grt 


year 
and with a firm belief in the value 
of the company’ ‘s new offerings. 


YOU CAN’T HEAR 
the Cars on 
The Showroom Floor 


Nor can you hear the timing 
drive with the latest form of 
nonmetallic gear—when the 
motor is running—on the road 
or idling. 


In the matter of quietness and 
long life, Textolite has kept 
its place and even led the 
march toward the goal of 
sustained silence. 


JOIN US IN THE GENERAL BLECTRIC 


EVENING ON A NATION 


GENERAL 


BWERAL ELECTRIC COMPANY. SCHENECTADY. 


immediate future—for | 


America Down 


| 





JOHN WARREN WATSON 


hard, and something which I can 
feel but which I cannot describe 
tells me that this time we are go- 
ing to push up faster than we have 
ever joined to push up before and 
that the heights we will reach will 
be greater than we have ever 
reached before. 


| WILLIARD BATTERY CO. 
PROMOTES H. L. HUXLEY 
| Chicago, Jan. 5—H. L. Huxley, 
for the past nine years factory 
branch manager here for the Wil- 
|lard Storage Battery Company, 
| been promoted to zone manager, his 
| territory covering the greater part 
of TWlinois. He is succeeded by 
| Charles H. Meyer, who before join- 
ing the local branch was connected 


with the Willard company in Kansas 
City, Omaha, Cleveland and Phila- 
delphi. 
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| SOPER SEES LARGER — 
TRUCK SALES IN °31) 


New York, Jan. 5.—“The truck | 


business in general and Federal Mo- 


tor Truck Company in particular | 
lis in a position to do more business | 
| this year than it has in the past | 


one. And our volume last year was | 
not drastically diminished.” 
These words, uttered by F. P. 


Soper, factory sales manager of Fed- 
}eral, marked the first officia] ut- 
| terance of the company in the new 
| year and is the embodiment of ex- 
| pressed opinions gleaned from deal- 
ers and distributors throughout the 
| nation, 

“The secret of our optimism,” Mr. 
| Soper continued, “lies not in the 
fact that economists are certain that 
| 1931 will be a year of recovery, but 
| in concrete displays of purchasing 
jinterest. We know that people will 
| buy trucks this year and buy them 
early for their present units are 
virtually at the end of their use- 
fulness. They have put off the 
purchasing of new equipment until 
the very last moment and that 
moment is quickly approaching. 


“Federal last year enjoyed a meas- | 


ure of success that was a surprise 


even to the most optimistic of us. | 


|The company is in an extremely 
solid financia] position. And we look 
for the new models which we have 
readied for the public to prove 
themselves without any 
our part.” 

Mr. Soper’s opinion was heartily 
concurred in by R. S. Locke, New 
York branch manager, 
| that interest in the display on the 
opening day had by far exceeded 
his expectations. “We have had, 
already, four definite inquiries which 


| appear to be certain sales.” he said. | 
has | 


“This interest, coming on the open- 
jing day when people for the most 
part merely content themselves with 
| studying the various exhibits is cer- 
tainly encouraging.” 

Federal will hold a meeting of 
dealers and distributors on Wednes- 
day afternoen and a banquet in the 

|} evening with about 100 in attend- 
| ance. 


"1,000 ATTEND OAKLAND 
DEALERS’ CONVENTION, 
ANNUAL SHOW BANQUET 


(Continued from Page 1) 


|of the hote] for their annual ban- 
}quet. The chief speaker at this 
| event was Alfred P. Sloan, president 
of General Motors. He was followed 
| by Richard H. Grant, vice-president 
in charge of sales, who made an in- 
| spirational address. Mr. Reuter and 
Mr. Blees also spoke to the dealers, 
| urging that they go into 1931 with 
| their heads up and a full under- 
| standing that they have the prod- 
| ucts to make the year an outstand- 
| ing success. 

The guests included Oakland 
dealers and associate dealers from 
the New York and Philadelphia 
zones, members of the Oakland ‘52 
car club,” a star salesman’s organi- 
zation. together with high officials 
of General Motors and Oakland. 

Oakland officials who assisted Mr. 
Reuter and Mr. Blees in directing 
the afternoon meeting, were Don 
Bathrick, Eastern sales manager; 
H. M. Stephens, Western sales man- 
ager; P. Wesley Combs, advertising 
manager; W. R. Huber, sales pro- 
motion manager; J. S. O'Rourke, 
parts and service manager; A. C. 8. 
Olsen, manager of dealer account- 
ing, and H. H. Goodrich of the sales 
department, in charge of arrange- 
ments for the series of meetings. 


The New York zone organization | 


was headed by A. E. Corbin, zone 
manager. and the Philadelphia zone 
| by John Dineen, zone manager. 


WM. LEARD CO. MOVES 
TO NEW BRIGHTON, PA. 


New Brighton, Pa.. Jan. 5.—The 
William Leard Company, Inc., man- | 
ufacturer of crank shafts and' 
equipment, has completed the re-| 
moval of machinery and equipment 
from its former plant in E)lwood | 
City, Pa., to larger and more com- | 
modious quarters in this city. It is 
planned to operate the loca) plant 
at close to capacity throughout the 
first quarter of 1931. William Leard 
is president. 





effort on) 


who stated | 
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Erskine and 1931 


* * 


McAneerny Honored 


* * * 


Howard Cunningham 


* 7 * 





Chris Sinsabaugh— Detroit Editor 








LBERT RUSSEL ERSKINE, president of Studebaker, 

figures it out that the industry this year will manu- 
facture 4,000,000 motor vehicles and he is asking his field 
forces to sell 100,000 of these. With the free-wheeling line 
Studebaker has put out for 1931 the head of the house 
thinks his lieutenants can turn the trick. 

Mr. Erskine’s remarks were the pith of Studebaker’s 
annual dealer banquet, an affair which, as usual, bristled 
with unusual entertainment features and business talks that 
you could sink your teeth into and get a mouthful. Preced- 
ing Mr. Erskine in talking to the dealer army was Henry 
Ittelson, president of C. I. T., while Vice-President Paul 
Hoffman, who toastmasted, stirred the retailers to full 
sense of their responsibilities by his well-timed remarks, 
But it was President Erskine who handed out the figures 
that made his listeners realize how Studebaker had come 
through the bad years with flying colors. 

* + ok 

“We made 56,000 cars in 1930,” said the sage of South 
Bend, ‘‘and our dealers sold 60,000. They have on hand now 
|as we go into the new year 7,000 cars.” 

Mr. Erskine had just returned from Philadelphia, where 
he participated in the formal opening of the new Studebaker 
representatives there, none other than the veteran Feoss- 
Hughes company, which for twenty-five years has sold 
| Pierce-Arrows. Now it is adding Studebaker to the com- 
| bination. 


a 
a 


* * 


J. M. Cleary, at the head of the S. P. A., was given a 
few minutes by Toastmaster Hoffman in which to tel] how 
_this branch of the company’s business is progressing. It 
‘surprised the writer to learn from this talk that in the last 
few months Studebaker trucks have been selling within from 
20 to 25 per cent. of the passenger car sales of Studebaker. 
+f 


* 


* * 
Studebaker dealers were given a pre-showing of the 
company’s new movie film, “Wild Flowers,” an unusual] idea 
in which is utilized the gigantic Studebaker car which stands 
guard on an eminence at the proving grounds at South Bend, 
This huge hand made model is 15 feet in height and is four 
times the size of an ordinary car. Using the monster as the 
stage for a dream a motorist is supposed to have, the Stude- 
baker Commander orchestra utilizes the car for its pranks, 
Dealers undoubtedly will use this film for demonstration pur- 
poses and it ought to make a hit, as it did at the banquet. 
i * * 
NE of the old-time friends of W. J. McAneeny, president 
of Hudson, who was tendered a testimonial dinner at 
the Ritz last night by veteran Hudson dealers, was J. B. Sieg- 
fried, president of Motor Wheel. Mr. Siegfried started his 
business career as Hudson’s first office boy. He was so am- 
bitious, resourceful and determined to go ahead that he made 
a hit with that first boss of his, W. J. McAneeny. Objecting 
to a tight rein, young Siegfried brook loose, declaring that 
he was destined to go high in the ranks of the automobile 
industry and that he was going to the top. And he has. Mr. 
|McAneeny, remembering the old days, was delighted to wel- 
come his old office boy back to the Hudson fold, even though 
it was only for a few hours. 
. 


wv 2 
his McAneeny dinner carries me back to the time 
when he came to us at the Electric Vehicle Company at Hart- 
ford, making the Columbia, from the Riker Electric Com- 
pany, to be our purchasing agent,” gossiped Fred C. Dayton, 
a veteran from those old days and now with Conde Nast. 
“McAneeny had been a street car conductor in Brooklyn be- 
| fore going with Riker. 

“We ran into the same kind of depression we enjoyed 
last year and the company was forced to weed out its per- 
sonnel, those sticking being kept at half pay. McAneeny was 
|one of those to stay. Soon, however, he was offered another 
| job outside and we all thought of course he would go. But 
/not Mac—he decided to stick. 

“**T never take the first offer. There always is a better 
job just around the corner,’ he told us. And there was. From 
us he went to Thomas-Detroit, which later resulted in the 
birth of the Hudson, and now see where he is. He had the 
right idea about business caution.” 


(Continued en Page 16) 
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SEE EARLY PICK-UP 
FOR SAN ANTONIO 


Dealers Report Ratios 
In New, Used Sales, 
Stocks Good 


GAN ANTONIO, Tex., Jan. 5.—Ra- 
tio of new and used car stocks 
show a good condition among the 
automotive dealers of this city, and | 
an excellent ratio between new and 
used car sales. Contrary to general 
practice, the ratio of the latter is 
less than 3 to 1, and, in one in- 
stance, the figure was as low as 1.85 
to L. 
Condition 
stocks is 
reports 
Winerich Motor Sales Company— 
“New cars on hang December 1 were 
seventy-six, and used cars totaled 
seventy-seven During the first 
eleven months of 1930 we sold 230 
ears at retail and 214 at wholesale, | 
for a total of 444 cars. During this 
period we sold 811 used cars, for a 
ratio of 1.85 to 1.” This firm has}! 
the distribution of Studebaker mo- 
tor cars in San Antonio and vicinity. | 
Smith Motor Car Sales Company, 
Chevrolet dealer—‘On December 1 
we had forty new cars on hand, in- 
cluding both 1930 and 1931 models, 
and eighty-five used cars. Our ratio 
of used car sales compared with 
new car sales is approximately two 
to one. Used car sales for the year | 
of 1930 during the first eleven months 
were approximately 700 cars.” 
Murray-Winerich Motor Car Com- 
pany, Willys-Knight and Whippet 
dealership—“At the first of the 
month we had eighteen new cars 
on hand and approximately ftifty- 


individual dealer 
in the following 


of 
shown 


m contacts 
with owners, 
in. contracts 
with dealers, 
Oakland- 
Pontiac 
is intent 
on making 
new friends 
and 
keeping 
the old. 


OAKLAND 8 
PONTIAC 6 


Oakland Motor Car Co 


Pontiac, Mich. 
Division of General Motors 


AUTOROTIYS DAILY NEWS, 


TUESDAY, JANUARY 6, 1931 





~ Chevrolet Six, ‘Landau Phaeton 


nine used cars. Our ratio of used car 
sales against new car sales is about 
four to one. Sales of used cars dur- 
ing the first eleven months of 1930 
were approximately 600.” 

Close buying and a campaign in- 
augurated by the San Antonio 
Automotive Trades Association 
to educate the salesmen to bargain 


ANOTHER YEAR 


Serving the Automotive 


on trade-ins rather 
than mdke rash promises to the 
customer on the allowance that 
could be credited to a purchase have 
had much to do in improving con- 
ditions. 

A spirit of optimism prevails 
among the dealers as to the outlook 
for 1931. There is a general belief 


for used cars 


that 


im- 
soon 
which 
spring 


there will be a marked 
provement in new car sales 
after the first of the year 
will continue through to late 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


8 
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| FORD CO. "REOPENS ITS 
| N. J. ASSEMBLY PLANT 


Edgewater, N. J., Jan. 5.—Officials 
of hte Ford Motor Company's plant 
| here said today that full-time work 
| will be resumed tomorrow, allowing 
| more than 3,500 employes to return 
to work after a two weeks’ shut- 
down 
During 
tory has 
responding 
As far 


last fortnight inven- 
taken, with a core 
decrease in production. 
can be learned here 
there. will not be additional slack 
periods at the Ford plant for the 
rest of the winter. 
Additional demands frdm the for- 
eign motor markets in the spring is 
| forecast and a large number of cars 
will be assembled for both domestic 
and foreign consumption, it is re- 
ported 


OVERSEAS CLUB TO HOLD 
SHOW DINNER JANUARY 8 


New York, Jan. 5.—The Overseas 
Automotive Club will hold ifs an- 
| nual show dinner at the Hotel New 
Yorker, January 8. 
Overseas guests will be present, as 
| well as officials of motor manufac- 
turers and export executives. 
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Automotive Baily News 


“Of, By and For the Entire Automotive Industry” 
cca neiececesnteeaaane naa yor ‘solved, as has the Moore-Kerr | 
ery xcep unday an ‘ » ‘ . 
AUTOMOTIVE DAILY NEWS PUBLISHING CORPORATION, | Holding Company. Immediately | 
350 Hudson 8t., New York, N. Y. after this action Martin J. Moore of | 
H. A. Tarantous, Vice-President. Alexander Johnston, Secretary. | this city, one of the partners, an- 
‘nounced the merger of the two! 

companies into a new concern, to be 
ws a ;|known as Moore Chevrolet, Inc. | 
r ae . A. . : J mae | 

* oe ; , ] aranteed. | The officers of the new firm are: 
Circulation—Net paid Average over 10,000 daily gu | Reackiek Gad teanemede. tle, Eieines 
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ADVERTISING AND BUSINESS HEADQUARTERS 


Harry A. Tarantous, Business Manager. J. Edward Schipper, Eastern Manager. include Mrs. Winifred Moore and 
G@eorge M. Slocum, Manager Detroit Bureau, 427-8 Fisher Building, Detroit, Mich., Martin J. Moore, 2d. 
ee Empire 3500; kobe e. eee. Ween ace, ae —- nr Aves —_—-----— 

icago, I1l., phone Central 5936; Metz B. ayes, New Englan anager, e Build- | " zs iL 
ing, Boston, Mass. Blanchard. Nichols & Coleman, American National Bank Building,| POLISHING-EQUIPMENT PLANT | 
San Francisco, Ca).; Lincoln Building, Los Angeles, Cal.; 1037 Henry Building, Seattle. | OPENS AT ANDERSON IND. | 
Wash. Address ALL advertising and business correspondence toe 2716 Graybar ows ’ | 
New York City. | Anderson, Ind., Jan. 5.—Produc- | 


|; MOORE CHEVROLET, INC., 


Elizabeth, N. J., Jan. 5.—The/} 
Moore-Kerr Chevrole Sales, Inc., of | 
(411 North Broad St. has been dis- | 








@. 3. Elder, President. 


Entered as second-class matter August 27, 1925, at the post office at 
New York. N. ¥., under the Act of March 3, 1879 
2716 Graybar Bidg., New York, N. Y. Telephone MO hawk 4-6388 











vice-president and sales manager, | 
Clifford W. Saunter; secretary, Miss | 
Florence E. Wissert, and attorney, 
Francis A. Gordon. The directors | 

















—— 


| 





Automobije 


Automobile Show. 


EDITORIAL DEPARTMENT |tion will start at the branch plant | 
a Fay ~~ oe non _ N. ¥. wins weneene C8 ~ ——. | here of the Hanson-Van Winkle- | 
nston, itor. am . allanan, ews ° * : 7 
Detroit Bureau—Chris Sinsabaugh, Editor, 427-8 Fisher Building, Detroit, Mich., phone | Munning Company this week. The 
Empire 3500. Contributing Editor, John C. Wetmore. A. Benson Carleton, Technical} company makes polishing equip- | 
Eaitor. ment. A small force wifl be em- | 
Mail yop eel to ‘ ig og at eee eS. . Bae. ee | ployed at present, but it is planned | 
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A New Era |in a few weeks. | 
OWN in the district of New York city that lies under the | COMING EVENTS | 
shadow of Trinity Church and which we know vaguely 
as “Wall Street,” there has grown up in recent weeks a JANUARY 
pes ° ° ° | 3-2 N. Yerk. i 
definite coterie of pessimists. These gentlemen pretend to; *™ ght, “°s: Netional 
. e ° é . d 7-10—East Orange, N. J. Automobile Show 
see last year and this as the beginning of a new era, a perio of the Oranges and Maplewood. 

a a a 8—New Yerk City. Society of Automo. 
of lowered prices, decreased production, less generous CON-| 1. 1g tive Engineers’ ennual dinner. 
ditions of life commercially and socially in these United |... .-_ ore sno™, #28 cofivention. 
States. They claim that the present depression has its roots | See hase ake oe 
in conditions widely different from those of the recessional t0-1:—Newark, N. J. Automobile ‘iii 

® ° -17—Cinei ti, O. A bile Show. 
years during reconstruction after the war. The present 13-17 Evansville, ie “Tneketibs Dace. | 

° . . e . | iv- Bosten. Aut bile Show. 
trouble lies deep in international ailments that domestic | 17-24—petreit, Mich.” Annual. Show. Sem 
. . . . vention a 
finance and activity at home cannot reach. The old world is} 17-24—Hartford, Conn. 
e | a ate armory. 
ic y imi re j ] 17-24—Montreal, Can. National Mot 
altogether sick, say these pessimists and we pero = me Bie’ pastas cenaue' sia 
. ; : 7 7-24— more, 5 t . 
the other nations must go through the long illness that wi 17-2¢—Baitimere. Ma. Automobile Show. 
mean a change in all the conditions we have known. 19-22—Chieage. | National Wheel and Rim 
These people cite the fact that the war has not yet been . os_ater, Beach Hotel ty 
liquidated nor will be in our generation. They point to the | °°" tive Rrisineers’ annual meeting. | 
fact that international trade in the immediate future will be 19-24—Rimira, ae ene 
- . . ; ~ ; ; _— , : as rmory. 
hampered by tariff restrictions such as have not existed be | s0-steSenea’ Neb. Automobile Show. 
fore. They also direct our attention to the fact that silver, | 19-24—Leuisville, Ky. Automobile Show. 

. " 7 : ° 7 | 19-24—Rechester, N. ¥Y. Automobile Show. 
the monetary unit of most of the Orient, has shrunk in value | 21-22—Milwaukee, Wis. Wisconsin Petrol- 
to an alarming degree. They also bid us realize that in this | 23-4 Sitanema Cite, Oklatema Petrol- 
machine age, the development of the machines themselves has | ee a 
been so rapid that it has upset what we considered estab- | *4-3!—Chleage, Ml. National Automobile | 
lished standards of labor and production. *1-3t—-Altoone. Fa. Automobile Show at | 

It would be foolish to shrug off all these arguments as _ 24-31—Alientown, Pa. Automobile Show 

7 . . sponsored by Lehigh Automobile 
baseless. They exist and they are factors in a complex and Trade Association. 
difficult situation, which demands all our courage and all | 3{-3i—Cleveland. | Automobile Show. 
our skill for its solution. ie Oe a ie 

y , s& ; , av “lec aw « > e_ | Asim any, N. ° utomobile ow. 
Nevertheless, we who have memories may aupiie, POU-| ns te meets aetanieee Ener 
haps a trifle wryly, as we look back just a little over a year | %-27—Chieago. | National —_ Automobile | 
oe ° . Dealers’ Association conventicn. 
and recall serious prophecies that were made to the effect 26-81—Springfield. Mass, Automobile Show 
. * * 26-31—Syracuse, N. ° utomoblie OW 
that we were in a new era of prosperity, wherein the old ae a} Armory. A oe 
y 26-31— . 5 ine. t ow 
standards had been outmoded. It does seem to us that we |' at Exposition Building. i 
remember political speeches a couple of years ago wherein | S-00— pene Sees. EE mecte Dabete | 
earnest candidates suggested the possibility of banishing |,,_,,, SU°st, Peeons.. automobile show. | 
poverty (may we presume that this included unemploy- | aoanininn 
ment), and putting a car in every garage. We held to this | san, st—eb. %—Twin Cities. Northwest | 
pleasant idea, unti] one crisp autumn day when a series of Automobile Show, jointly apie 
. . . ry . . = % l ; is 
explosions in the aforesaid Wall Street district rudely gored by EX. Poul and Pair Grounds. 
awakened us to the fact that a recession had been in progress | 3° JTSt""fouts. “Kutomobile how. 
for some months and that our era of permanent, unshakable —Minncapolie. Auto Trade Associa- 
speritv 7-14—Les Angeles. Automobile Salon. 
prosperity had been only a dream. B= 2 4 
Perhaps our pessimists of today are just as far wrong | 9-14—St. Petersburg, Fla. Automobile 
. . . . . + er rden 
in one direction as were our optimists of last year, in another. | 9-14—Dututh, Minn. Twin Ports Automo- 
sais bile Show, held by Duluth and Su- 


erage —— rior, Wis., dealers. 
Public Interest 11-13—Chicage, Ml. American Society of 
peoemenaaes Engineers’ fuel meet- 
NE swallow doesn’t make a spring, as the old saying has | 14-19—inSianapetis. Automobile Show at 
. ; ! State Fairground. 
it, nor does a first day show crowd assure a record | 16-20—San Franciseo. Society for Steel 
ttendance. Nevertheless the] d obviously interested |, ome Macninery Exposition. we 
a naance. a r eless ¢ arge an opvious J intereste | 21-28—San Francisco. Ainemeniie Salon. 
crowd that greeted the opening of the New York show.is a (HiMareh Io—tse Angeles. Preili = 
r , . | t . s 
hopeful omen, Yesterday’s heavy attendance at the first ea Shreve Civic Auditorium. = 
Sunday session in the history of New York shows gave still | *~at"conseum, “™ A¥tomobile Show 
. | 24-26—Columbus, oO. Ohio Petroleum 
furt her assurance. oa sarbotere’ Association meeting ia 
° ° -Mare —Beattie, Wash. t i 
No figures are available as yet, but the Saturday and oe dit —— : 
Sunday crowds at Grand Central Palace have been esti- | "Shoe 7 ™*™ %: %  Automobi 
mated at well over 25,000 for the first two days. With the | Pee MARCH 
z e -15— . & . j 
extra drawing power of Sunday we can look forward with | eee et ee 
| %-14—Breeklyn. N. ¥. Automobile Show. 
| 11-13—Detreit, Mich. Michigan Oi] Men's 
} Association meeting. 


| 9-14—Denver, Cole. Automobile Show. 
Show at Civic Auditorium. 
@ . International Automobile Show. « 
confidence to the record for the entire show. 
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66 HE business spirit of the country is greatly in need of | eon ‘Mevipasent ond Baginoornng 

keying up. Our business fundamentals are sound, 19-21—Sen Antonio, Tex. Sixteenth annua] 

bank resources generally are extremely liquid, credit is' Fcian Gene 

ample, money rates are easy, potential buying power strong Ose erate eg eects 
and facilities employed in industry and commerce in a con-| MAY 

dition of high efficiency.”—Louis E. Pierson, chairman of | * *;Cbarlete N. ©. Good Roads Con- 

the board of the Irving Trust Company of New York. Oe ET Rte Setematine 
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'a fair business, especially the job- 
bing houses and the tire men. Col- 


ELECTS CRAFTS HEAD expected. reported better than 


Dallas, Tex., Jan. 5 (UTPS).— 
Clarence Craft has been elected 
president of the Fort Worth Auto- 
motive Trades Association. The 
other officers of the organization 
are A. P. Mitchell, first vice-presi- 
dent; Stanford C. Webb, second 
vice-president, and R. E. Vernon, 
secretary-treasurer. The new di- 
rectors of the association are Walter 
Beck, Roy Nussebaum, J. N. White- 
hurst, W. P. Boyd and Foster P. 
Jennings. Phil C. Reccrd is man- 
ager ef the association. 

Reports made at the meeting in- 
dicated the Fort Worth dealers 
had a fair year and expect a still 
better one in 1931. The new and 
used car stocks are seasonal, The 
association discussed at some length 
its plan for junking old cars and 


will continue that for another year. | 


It also will continue its policy of 
handling the used car situation. 

From the reports none of the new 
car dealers went into the new year 
with heavy used car stocks. 





INFRINGEMENT SUIT AGAINST 
FORD MOTOR CO. DISMISSED 


St. Paul, Minn., Jan. 5 (UTPS) — 
An infringement suit against the 
Ford Motor Company, brought by 


Eli F. Colby of Lake Mills, Ia., has 
been dismissed by Judge John B. 
Sanborn of the Federal District 
Court. Colby asked a permanent’ 
injunction and an accounting of 
profits and damages to a total of 
$1,000,000. Colby claimed that the 
Ford company had used his patent 
fan and pulley in some 10.000,000 
cars, but had abandoned use later. 
The judge ruled prior patents cov- 
ered the Colby invention and that 
his claim was invalid. 
CHEVROLET BODY DIVISION 
OPENS MINNEAPOLIS PLANT 
Minneapolis, Minn., Jan. 5 (UTPS). 
—The Chevrolet body division has 
opened an assembly plant at 422 
Stinson Boulevard, in charge of C. 
C. George, formerly branch man- 
| ager at Albany, N. Y., for the Mar- 


Tree wheeling. 


is now 


built into ALL 
STUDEBAKERS 


PRESIDENT 
EIGHT 
$1850 to $2600 


NEW STUDEBAKER SIX 


$795 


TO $995, ALL PRICES AT THE 
FACTORY 


COMMANDER 
EIGHT 
$1585 to $1785 





DICTATOR 
EIGHT 
_ $1095 to $1250 





ITH the introduction of the new Studebaker 
Six, listing as low as $795, al] Studebakers now 


have free wheeling! 


Since free wheeling was announced July 10, 1930, 
nation-wide sales have swept Studebaker into fifth 


place. 


Nearly 400 foresighted motor car merchants, 


seeing this swing to Studebaker, have joined with 
“America’s Friendliest Factory.” 


Studebaker dealers have proved the worth and 
“salability” of free wheeling in the toughest market 
in years—and in the face of drastic competitive price 
reductions. They have proved it in the most positive 
way possible—by new car sales. 


Studebaker dealers face 1931 knowing they are in 
the strongest position in the industry ... and proving 
they can make their own good times. 


If you cannot truthfully see the same outlook for 
yourself, with your present factory alignment, you 
owe it to yourself to wire, or write right now, to— 


THE STUDEBAKER CORPORATION OF AMERICA 
Seuth Bend, 


Indiana 
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At the National Automobile Shows 


Chevrolet wins 


first place. 


for the tourth time 


First place at the 
National Automobile 
Shows—a _ position 

granted on the basis 
of annual sales volume—is again awarded 


te Chevrolet. 


This is the fourth consecutive time 


that Chevrolet has achieved this 


honor. And the reason lies in the excep- 


Front View of Chevrolet Sport Model 


tional value which Chevrolet cars con- 
sistently provide. This is confirmed by the fact that 
72 per cent of all Chevrolets ever purchased by the American 


motoring public, are still in active service. 


This year, in its bigger and better Six, Chevrolet has pro- 
vided its dealers with an outstanding example of the value 


which has brought it such record success. In fact, no pre- 


vious Chevrolet car has ever represented 
such a high degree of quality and 
advancement, and sold at such low prices 


as today’s Chevrolet Six. 


With its longer wheelbase; roomier, more 
luxurious Fisher bodies: new linesofsmart, 
modern beauty; smoother, 50 h.p. six- 
cylinderengine;many important mechani- 
cal improvements; and greatly reduced 


prices—the new Chevrolet Six is the Great American Value. 


r . * 

» New low prices « 
Roadster, $475; Sport Roadster with rumble seat, $495; Coach or 
Standard Five-Window Coupe, $545; Phaeton, $510; Standard Coupe, 
535; Sport Coupe (rumble seat), $575; Standard Sedan, $635; Special 
Sedan, $650. Special equipment extra. Prices f. o. b. Flint, Michigan. 
CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of Ceneral Motors Corporation 


NEW CHEVROLET SIX 


It’s wise to choose a six 
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C. B. O° CONNOR PROMOTED 

TO BE SALES MANAGER 


OF B. F. GOODRICH TIRES: 


Akron, Jan. 5.—C. B. O'Connor, | 


vice-president and general manager 
of Goodrich Silvertown, Inc., the 
retail division of the B. F. Goodrich 
Rubber Company, became general 
sales manager of the Goodrich tire 
division January 1, it was announced 
today by T. G. Graham, first vice- 
president. 

O'Connor joined the Goodrich 
sales organization in New York city 
about ten years ago. Following a 
brief training course, he was as- 
signed a position in the truck tire 
sales department of the New York 
branch; in 1922 he was made branch 
manager in Newark, N. J. | 

In 1925 he became branch man- 
ager of the Jacksonville, Fla., branch 
and was called into the Akron of- | 
fices of Goodrich in August of the 
game year to become manager of the 
specialized sales division, organiz- 
ing this activity for the Goodrich | 
company. He was also manager of | 
the truck tire department. 

With the establishment of Good- | 
Yich Silvertown, Inc., in 1929, O’'Con- 
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uesenberg Convertible Sedan 





nor became vice-president in charge ' attention to the fact that the Con- | TIMKEN-WISCONSIN AXLE 

of this retail sales division. |necticut state law fixes the maxi- | JOINT ROAD SHOW EXHIBIT 

ae ae toon tan, mum candlepower of headlight bulbs | ‘St. Louis, Jan. 5—An eopege 

is now in charge of the retail di-|9% 21, whereas in the neighboring | display at the road men ee 

vision. lstates the maximum is 32. The| here January 12 to 16 will be a joint 

- ~ commissioner feels that the diffi- | exhibit of the products of the Tim- 

MAXIMUM 32 CANDLEPOWER i, an = the Par = |ken-Detroit and the Wisconsin Axle 
ee Teeee a ce ze | which will either fix the maximum | Companies. A special feature of this 
oa ; ; s lat 32 or leave the determination of | exhibit will be a 

biennial report to the governor, the with interchangeable worm 


| such candlepower to proper au- € 
commissioner of motor vehicles calls | thority. double-reduction driving units. 


and 


- Notable Advance 


Eiiticient 


om 


Lubrieation”’ 


Eminent Authority 
on Motor Oils finds 


VISCO-METER “a 


Reliable and Accurate 
Guide to the Condition 
of Crankease Oil” 


Mr. Paul D.Torrey writes from actual 
experience. As an authority on oil he 
has spared no effort to fully check all 
claims made for the Visco- Meter. 
After giving Visco-Meter a thorough 
service test on his own car for nearly 
a year, Mr. Torrey feels certain that 
the Visco-Meter is a most effective 
means of reducing the rapid motor- 
depreciation caused by faulty lubri- 
cation. 


Experience and sight-evidence con- 
stitute positive proof. The Visco- 
Meter “represents a notable advance 
in efficient lubrication” and it be- 
hooves all automobile men to verify 
our claims. Send the coupon for full 
details. Visco-Meter Corporation, 
310 Grote Street, Buffalo, N. Y. 


Takes the Guesswork Out of Motor Lubrication 


six-wheel unit, | 


‘USED CAR STOCKS 
AT LOWEST LEVEL 


Nebraska Dealers Aver- 
age Far Below Last 
Year’s Mark 


LINCOLN, Neb., Jan. 5.—Both new 
| and used car stocks of Nebraska 
| dealers were lower at the close of 
| 1930 than for many years in this 
| territory. While the variance from 
| the year before in new car stocks 
was not so noticeable, used car stocks 
| averaged over 50 per cent. lower. 

| New car stocks of the dealers in 
\the medium priced field averaged 
about eight cars, high-priced car 
dealers had a stock on hand averag- 
ing about five cars, while the aver- 
age dealer stock of cars retailing 
| for less than $1,000 was from twen- 
ty-five to thirty cars. 

Used car stocks averaged about 
thirty cars per dealer, ranging from 
fifteen and twenty cars with the 
dealers in the higher-priced cars to 
fifty and sixty for the Ford and 
Chevrolet dealers. Lincoln dealers 
without exception had much smaller 
stocks on hand than last year at 
the same time. Used car sales held 
up a trifle better than for new cars 
on the whole, with peak months 
coming in the spring and again in 
October. November was slow and 
December started out dead. 

About 65 per cent. of all used car 
stocks in Lincoln at the end of the 
year were in the low-price class, 
having retailed new for less than 
$1,000. Medium-priced cars made 
up approximately 25 per cent. of the 
total stock, while high-priced cars 
retailing for more than $2,500 new 
made up 10 per cent, or less of the 
total. 

Dealers in the high-priced and 
medium-priced cars were compelled 
to handle in the neighborhood of 
three or more used cars for every 
new car sold, while the ratio was a 
trifle lower in the low-priced field. 
The ratio in this field has been in- 
creasing each year, however, and 
was greater in 1930 than for the 
year preceding. 

John Chapman of the Chapman 
Motor Company, 1846 O  &t., 
Marmon dealer, reported that both 
|new and used car sales were poor 
for the year. He had seven Mar- 
|mons in new car stock early in De- 
|cember along with about forty used 
cars. While the used car stock was 
| low, the new car stocks was higher 
than for 1929. Mr. Chapman 
switched from the Durant line to 
Marmon in 1930, and he sold more. 
|Marmons than did the previous 
| dealer in 1929, as well as having a 
larger stock on hand at the end of 
the year. The Chapman company’s 
used car sales for the year totaled 
approximately 200—not so good as 
for 1929. October was the peak 
|month for used car sales. Mr, 
Chapman looks for a gradual in- 
crease of prosperity in 1931, but 
does next expect to reach the sale’s 
volume of 1929. 

J. E. Triggs, secretary-treasurer 
| of the White Motor Company, 1824- 
1832 O St., Oakland-Pontiac dealer, 
stated that while both new and used 
car sales fell off considerably from 
last year, his company has managed 
to “keep ahead of the game” by 
cutting overhead. The personnel was 
reduced somewhat during the year. 

In 1928 and the year following, 
| the White company would “gamble” 
on a deal, Mr. Triggs said, while in 
1930 no deal was entered into unless 
the money was in sight. This polic 
resulted in the firm’s going upon 
cash basis, and collection losses were 
lower in 1930 than during the two 
preceding years, despite slower cole 
lections generally for dealers in 
Nebraska. 

This company had five new cars 
in stock early in December and for- 
ty-one used cars, compared to 120 
used cars a year ago. The total 
number of used car sales for the 
year was 373, constituting a fair 
year. Practically all sales were in 
the low-price class. Mr. Triggs looks 
for some improvement both in col- 
lections and sales next year. 
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Discuss the detatls 
‘PERSONALLY 


with Norman deNaux and Col Elbert J. Hall 


A WELCOME AWAITS YOU at the Hotel Commodore... where Norman 
de Vaux and Col. Elbert J. Hall are now personally interviewing automobile 
merchants and allotting sales territory in all parts of the United States. 


Even if you do not plan a change now, you are too good a businessman to pass 
up this timely opportunity to get complete information from the two principals 
of the corporation. 

Many dealers already have signed contracts. 

These businessmen chose the De Vaux Franchise for two reasons: 1st... their 
respect for the brilliant abilities of Norman deVaux and Col. Elbert J. Hall, as 
demonstrated through decades of distinguished service to the Industry ; and 
2nd...their strong belief that American motorists quickly will recognize the 
mechanical excellence of the De Vaux 6-75...and reward its builders and sellers 


with acceptance, 


You are cordially invited to visit the DeVaux-Hall Motors C orporation Suite...at thes 


HOTEL COMMODORE 
NEW YORK CITY 


.-.to January 1oth, 1931 


| 
| 


De\/auxers 


FIRST PUBLIC SHOWING of the new ‘DeVaux 6-75 at Chicago National Automobile Show, January 24th to 31st, 1931 


CONFIDENTIAL INQUIRY...Forthose | 
' - 
who will not visit New York or Chicago Shows | Sales Department, DE VAUX-HALL MOTORS CORP. 
Grand Rapids, Michigan 


Sir: Kindly forward me complete intormation on the De Vaux Franchise. 


Name ean - nw 
Address 
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Now handling 

































Motor Exec 


the economic fear that has hung 
over the country in recent months is 
seen. 

Recovery of general business is 
declared to be under way by several 


Dealers Have Benefited 


By 1 


By F. R. 
General Sales Manager Graham-Paige 


UR dealer organization has gone 
through the severe test of 1930 
im comparatively good shape. 

We would estimate that we have 
lost less than 15 per cent. in dealer 
strength and the majority of our 
dealers are in such financial posi- 
tion as to allow them to enter the 
next year’s selling season and 
handle their share of the business 


Declares Sales Are Coming 
More Easily Than They Were 


By P. H. HOELER 

Advertis‘ng Manager National 
Motors Manufacturing Company. 
N response to questionnaires that 
we have distributed to our sales- 
men, they report that it is no longer 
so extremely difficult to get their 
prospective purchasers in the buying 
frame of mind. They also agree that 
prospects are much more definite as 
to the date when they will be in the 
buying market, 


eee 








VISIT 


CHRYSLER 
MOTORS 


HEADQUARTERS | 


during the 


AUTO SHOW 


Chrysler Motors welcomes every dealer to the 
1931 Auto Show and especially to Chrysler 
Motors Headquarters at the Chrysler Building. 

Visit the Chrysler Motors displays. See the 


Chrysler, Dodge, De Soto and Plymouth pas 


senger cars—the Dodge 


the Fargo Motor Coaches—the Chrysler marine 


engines 


Talk with the officials « 


Learn what Chrysler Motors is d« 


how it is thinking in cor 


ing season ahead. 

Then, for an interestin 
perience, be our guest fe 
ing observatory in the 
hearty welcome awaits yo 


a ES a ne RR 
IN ET NN TT 


and that the aver-! buying, will bring a greater volume 


f the various divisions 
loing and 
ne : 

nnection with the cell 


g and memorable ex 


of a trip to the tower 


HEADQUARTERS—Chrys/ler Building—Forty- 
Second and Lexington, New York City, New York 


| 


executives, while others assert that | By LEE CAIN 
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Business Gains for 1931 
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of business than ever before. We/| will sweep with it the remaining 
| feel that the wave of increased opii- | traces of depression and bring to us 
|}mism during the past two months|a very prosperous year. 


* e 
‘Education of Service Salesmen 
A Great Need in Industry |« 


| ful businesses are handled. We are 





present time to discuss any details 
in connection with this schoo] inas- 
}much as it will not be ready for 
| quite some time, and a great many 
|} points must be worked out before 
| unfolding the entire pian. 

As we see the situation here one 
the most important phases, and 
| possibly the most neglected phase 
|} of the service business, is the man- 





the experiences of 1930 will prove| Service Manager Marmon Moter| Planning on an educational course | ner in which service is sold. Much 


the best possible foundation on Car Company 
which future prosperity may be WE HAVE experienced a very de- 
built. 


cided increase in service busi- 
| ness during the year of 1930. This 
|does not amount to a great deal 
|from a dollars and cents stand- 
| point, but the sales are smaller and 
more numerous. 

In discussing service with our dis- 
tributors and dealers throughout 
the country we find that consider- 
ably more effort and attention has 
been given service this year than in 

The Graham factory has done previous years. We feel that the 
much during the past six months to | distributor can devote more time to 
help its dealers to be in a position the service business because of the 
to have a fair opportunity in 1931. decreased amount of new car sales. 

We believe all dealers have gained|1" order to bring up the volume of 
materially ‘ 
and that this will reflect itself in| h@s worked out methods of getting 
the future in increased profits and|the owner in for repairs and has 
efficiency. taken advantage of the opportunity 
; | to sell service more than he has in 
| “ysed 3uy 
|; It is rather difficult to determine 
| whether the distributor has actually 
|learned a Jesson from this or not 

| because it could be very easily for- | 
, age date is well within the next few | £otten with an increased amount of | 
months. jnew car sales. Most distributors | 
| Another point they bring out is | have begun to feel keenly the neces- 
lthe fact that prospects who are in | Sity for efficient service, and we feel 
the market now are not in the pes- | that the time is near when the suc- 
simistic frame of mind that they {cessful cistributor will devote as | 
were in a few months ago, and are| Much time to developing his service | 
no longer deferring their purchases. | department, and possibly more, than 
They are now anxious to go ahead | Will be devoted to the sale of new 
with business on a normal basis. cars. 

The consensus in our organiza-| A great deal depends also on the 
tion seems to be that the immedi- | attitude of the manufacturer in this 
ate future. because of suspended | educational work. We feel that it| 
is highly important that the me- 
|}chanics and service salesmen 
| throughout the country be properly 
trained to handle service business | 
on the same basis as other success- 


930 Experiences 


VALPEY 


1available. Their new and used car 
stocks are low. 
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Duodreulic 
|'SHOCK ABSORBERS 


trucks and taxicabs— 


Chrysler Building. A 


1 
u 


by their 1930 experience | business for his establishment he | 


| this year which will be conducted in 
We have every hope 
that this will do much to assist the 
distributor in arriving at a sound 
basis for merchandising his service 
business. 

We are not in a position at the 


/}can be done to increase the effi- 


| the field at the distributor's place | ciency of the service salesman, not 
| of business. 


only from the standpoint of han- 
dling the customers’ complaints but 


|! through intelligent selling of ser- 
vice operations which the owner 
needs, and which are now being 
ordered and not sold. 


‘Motor Truck Makers 
Should Prosper in 1931 


By HENRY KROHN, 
Vice-President Federal Truck 





HE year 1931 holds exceptional 

promise for those engaged in the 
motor truck industry who will ag- 
gressively and intelligently market 
their products. 

In addition to the normal healthy 
demand for commercial cars, a de- 
mand which held up well during 
1930, there will result in 1931 a spe- 
cial market created by truck and 
fleet owners who iiave been deter- 
mined to get the last bit of mileage 

out of their old equipment. 


These truck users who postponed 


the purchase of ~-w equipment in 
1930 cannot delay much _ longer. 
From the standpoir’ of operating 


economy they must buy new trucks 
in 1931. 

Add to this encouraging situation 
|/a@ gradual and reasonably expected 
| increase in general business activity, 
and the future of the motor truck 
industry appears t’ be most prom- 
ising. 


Service Divisions Improved 
Position During Last Year 


By W. L. KESSINGER 
Service Manager Graham-Paige 
Corporation 

DO not believe that there is any 
doubt that the service division 
has improved its position during 
1930. Its importance in the dealer 
organization has been emphasized 
by the fact that it has been more 


Products 


Corporation, 


profitable than any other depart- 
ment, and, consequently, has re- 
ceived more consideration from the 
owner of the business than here- 
tofore. 

Within the service department it- 
self there has been an improvement 
through the elimination of extrava- 


(Continued on Page 10) 


It must have beauty—this modern car—and speed—and power— 
and spirit in its performance. It must be smooth—and quiet—and 
easy to control. But minus comfort, few would care to own it. It’s 
the quality of the ride that helps to sell the car. Everyone wants 
riding comfort — Delco-Lovejoy comfort—easy-riding, as provided by 
Delco engineering. Few may know of the scientific thoroughness 
with which Delco analyzes the need of each car model—and pre- 
scribes the shock absorber that exactly fits it. But all appreciate the 
spring control that Delco hydraulics provide. That is what everyone 
wants—and expects —and buys. Delco-Lovejoy rides help sell cars! 


Delco 


Dayton, Ohio 
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the 1931 < tewarts 


will be the Tat , 


a big money making opportunity for 


truck and passenger car dealers 


The New Stewarts Embody 
Improvements that place 
them far ahead of the field. 


The new and better Stewarts are being hailed as 
the outstanding truck value of the age by men 


who know the truck industry from A to Z. 


Thousands of Stewarts are in use in over 600 
American cities and 87 foreign countries. Many 
Stewarts made 8, 10 and 12 years ago are still 


im service. 


1 5 Models.. 5 - Wheelbases 
1 to 7 Ton... $695 to $5700 


Liberal Finance Plan Available 


FOR 18 years Stewart has built-up ‘ world-wide 
reputation as a maker of quality trucks moder- 
ately priced . «+ The 1931 Stewarts offer bigger 
value per dollar than ever before... Appearance, 


rugged design, power and the most advanced 


engineering improvements, mark them by far 


*Ameriea’s Greatest Truck Value.” 


MOTOR TRUCKS 


STEWART MOTOR CORPORATION 
+ 


BUFFALO, N. Y. 


The New Stewarts have been styled 
and beautified to excel in appearance 


See The Big Exhibit of New Stewarts ... 3rd Floor... Grand Central Palace... New York Auto Show, Jan. 3rd to 10th. 
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completely recondition his original | 


| power plant. 


ness to be far ahead of that of tht 
| past year. 


Business Gains for 1931) Activity Points to Better 
Business During 1931 


(Continued from Page 8) 


gant practices, excess personnel 
and unnecessary inventory. These 
improvements are still in process at 
Many points, but undoubtedly will 
be completed before the business of 
1931 takes definite form. 

Dealers are generally devoting 
more consideration to service de- 
partments, because they have found 
them a source of income when other 
departments fail them. Undoubt- 
edly lessons have been learned in 
1930, but how long they will be re- 
membered is another matter. Busi- 
ness cycles seem to be somewhat 
the result of short memories. 

In 1931 we plan to give dealers 
assistance in building up their serv- 
ice departments by offering an edu- 
cational program that will make 
better service contact men for them.’ 


In addition to this we also plan a| 
campaign of suggestions for culti- | 
vating and holding a greater vol- 
ume of service business. It seems 
to me that 1931 promises to be a 
better year than 1930 from a service 
angle, but it is not likely to be 
“good” if good means equivalent to 
the peak years of 1928 and 1929. 
Service sales will probably recover 
gradually the same as car sales. 

In 1931 it should be the object of 
every dealer and service manager to 
go to work personally to cultivate 
service business conscientiously, to 
know his operating costs and to 
make them conform with income. 
In short, it will be necessary for all 
of us to get back to fundamentals | 
and not to forget what has been | 
learned in 1930. 


Service in Truck Field 
Had Good Year in 1930 


By J. A. LUX 


Service Manager Stewart Motor | 
Corporation | 
USINESS in the service division 
has been better during 1930 than 

it is likely to be in 1931. 

During the present year old trucks 
have been kept in operation beyond 
their usual length of life, and minor | 
repairs have been quite frequent. | 
Most of these trucks early in 1931 
will require a very considerable ex- 
penditure to place them in first- 
class condition, and when this condi- | 
tion “tevelops, with the improved 
business conditions anticipated, we 
feel sure that new “trucks will be 


;nature of the parts being sold in 


,; purchased and the old ones turned 


in. 

We do not, therefore, anticipate 
that the present boom in service 
work will continue into 1931, but it 
has certainly caused the average 
dealer to pay much more attention 
to the service business, and for this 
reason the present business depres- 
sion has probably helped the truck 
industry considerably. 

This is only the writer's opinion, 


land substantiation is incomplete. 


Our opinions are based only on the | 


large quantities at the present time 
and the stories of the truck opera- | 
tors with whom we come in direct | 
contact. 


Diamond T’s Engine Policy 
System Appeals to Users. 


By E. A. HASKINS 
Director Service Diamond T Motor 
Car Company 
[a= conditions during the past 


season have caused the truck op- 
erators to scrutinize more carefully 


than ever their cost of operation, | 


and, consequently, they have be- 
come interested in various features 
provided by the company, which 
permit their trucks to be repaired 
more economically, and which pre- 
vent their being out of service for 
any considerable-length of time. 
An unusual amount of interest 


—____ 


Licensed 
under basic 
Lunati pat- 
ents assur- 
ing freedom 
from in- 
fringement 
suits. 


Curtis Compressed Air 
Washer not only washes 
more care cleaner than any 
other power washer, but rend- 
ersa completecleaning service. 
Operates cleaning attachments 
and pneu- 

} matic tools, 

- furnishesair 

for tire in- 

flation, etc. 

Timken 

Bearing 

p mpressor 


Curtis Compressors have 
Timken tapered roller bear- 
ings. Automobile type""V" 
belcdrive, auto- 
matic centrifu- 
gal unloader. 
Improved 
“Centro 
Ring” oil- 
ing eystem, 
Curtis Air Stands 
Reeland Tower types 
with or without water 
attachments for radiator filling. 


has been shown in our engine re- | 
placement proposition, which en- | 


| ables the owner to secure a factory 


| remanufactured engine, guaranteed 
to operate like new, in exchange for 
his worn engine and a certain 
known amount of money, depending 
upon the size of the unit. This en- 
ables the operator in one day’s time 
to get his truck back on the road, 
with a power plant which is ready | 
to give him the same Idng and sat- 
isfactory service as he obtained 
from his original engine, and the 


By EDWARD A. ROSS, 


| President, Ross Gear and Tool Co. | |number of units shipped. 


ver our 


We have carefully gone o 
and in 


budget for next year, 


order to arrive at a budget we must, | 


of course, fix the best possible guess 
we can on what our sales will be. 


We try to be as conservative as pos- | 


sible, and have estimated that our 
sales in collars will be 10 per cent. 
greater than this year. In view of 
the fact that our average selling 


price per unit will be less than this | 
| ditions will be better next year than | 


year, at least for the first half, it 


follows 


that we anticipate more’ 


[ than 10 per cent. increase in the 


Conditions for the last three 
| weeks have certainly been more 
than 10 per cent. better than for the 
corresponding period of last year 
insofar as activity is concerned, and 
by activity we mean new orders, 


| Steering gears for new models and 
general sales correspondence which 
| would indicate better business. ~ 

| We really feel that we are a little 
low on our estimate and that con- 


we indicate above. 


Recent Events Justify 


Conservative Optimism 


| only be met by cutting costs of pro- 


By ALEX R. PRIBIL 
President Saginaw Stamping and 
Tool Company 
| BUSINESS conditions during the | 

past thirteen months have 
made it necessary for industries to 
carefully analyze the basic prin- 
cipals of their business and the 
curtailing of expenses and pro- 
duction to the minimum. 


The amount of business obtain- | 


able during this recession has been 
limited and, naturally, where the 


manufacturing exceeds the demand, | 
it has resulted in the lowering of | 


selling prices, which condition can 


By FRED GLOVER 
| President Timken-Detroit Axle Co. 
N reply to yours of December 8 


we feel that we are going to see | 
a gradual pick up in the automotive 


duction and concentrated selling. 
Business in general seems to have 


| rounded the corner, inasmuch as we | 


| have noted a marked improvement 


in sales in Decemher (regardless of | 
the fact that this is a month for in- | 


releases on old orders, inquiries for | 


would ordinarily. be necessary el We anticipate 1931 service fant | duction kept stepping up to keep 


ahead of demand. The public had 
money with which to Duy and 
bought and over-bought. The stock 
market attracted increasing public 
interest. ‘The demand for securi- 
ties lifted security values to un- 
dreamed of heights of inflated val- 
}ues. Gold, the basis of buying 
power, shrunk jin value. Money be- 
| came expensive. 

Something had to break, and it 
did. Over night we dropped into 
the abyss of deflation. Depression 
and despondency, with overwrought 
nerves, followed. Many have stayed 
just there, and that is our maig 
trouble today. To them I say, get 
back your optimism. Shake off the 
wrapping of despondency and de- 
spair. Get hold of your nerves and 
|remember we have been through 
| this before and will again, and that 
nothing can stop a return to 
healthy, sane business and economic 
conditions. Mr. Gloom can only 
delay it by his own pessimism, de- 
|spomdency and ragged nerves. 

I believe that if he can smile and 


(Continued on Page 21) 


DEALERS FIX OWN 
USED CAR VALUES 


ventories), as compared to our sales | 


, for the month of November. 

| Also, if the reports which we re- 
| ceive from our various branch of- 
fices are any criterion, 


show a returning of business 
activity on a scale to justify the 
| optimism which was expressed about 
!a wear ago. 


‘March Will See a Gradual 
Pick-Up in Business 


{industry, beginning about, March 1, 
1931. 

We doubt if there will be any 
great splurge, but we do feel that 


there will be a gradual and satis- | 


| factory improvement during 1931. 


‘Stand Up and Fight 


And Good Times Will Come 


By W. M. NONES, 


President Norma Hoffmann Bear- | 


ings Corporation 


| you have asked me for a brief | 

statement of views regarding | 
| the cecmaain for 1931. During the 
‘last year we have passed through a | 


sides stock market values broke on 
the morning of November 13, 1929. 
What was it? Nerves. 

The years preceding were years 
of increasing demand and prosper- 
ity. Factories went full blast. 
| ployment, production, wages and 
| profits reached new peaks. Every- | 


truck has not been out of service for | period that has had no parallel in| body was happy and on the sure 


the three to Six days time which 


Something be- 


business experience. 


‘road to wealth and security. 


Pro- | 


Curtis Lift Is Oil-Locked 


Automatically 


The Curtis lift is no 
lifts by oil, locks by 
governed by oil. 
atom of air in the cy] 


ger or,the pipe line leading from tank 


to cylinder. 


When the lift is 


height, it rests on a solid column of 
incompressible as concrete. 


oil as 


That oil is locked in 


NSSSissss9 


Gustto Saisie eel 
asher — A low priced 
eee outfit. One and 
two gun sizes. New slow speed 
pump, fully enclosed and eelf- 
oiling, specially designed by 
urtis for 

Car-wash ser- 

vice! Flood- 

ed and direct 

seli-oiling 


There is not an 


MMMMAIw 


t pneumatic. It 
oil, its speed is 


inder, the plun- 
pressure tank. 


i. 


raised to any actions by the 


valve and then 


by an oil-lock 
valve be- 
tween the 
oil supply 
tank and 
the cylinder. 


Platform “X”’ 


That oil lock is unfailingly automatic. 
neglect or fail to lock it. 
sible for the Curtis Lift to drop or settle a fraction 
of an inch even if all the air is exhausted from the 


strongest known to engineering. 


possibility of hidden 


at All Heights! 


No one can 
Therefore, it is impos- 


The Curtis Lift cannot lower without two deliberate 


operator—he must both open the air 
step on oil-lock valve. 


The oil-lock and air operating valves on the Curtis 
Lift are out from under the lift. 
the lowering mechanism intentionally or accidentally 
while under the lift. 


No one can operate 


An automatic retard valve restricts the outflow of oil 
and hydraulically controls the lowering of the lift at a 
safe, predetermined speed, independent of the operator. 


construction of structural steel is the 
No castings with the 


defects. Tested to withstand 


500% greater weight than normally called upon to hold. 
Platform made so attendant cannot get toes under edge 


when lowered. 


Packing gland is at top of cylinder where need of ad- 
justment can instantly be seen and easily made. 


CURT 


CJCARE 


WILL SAVE 
ne kbh 


fad 
~A¥ 


Hydraulic Car Lift 


CURTIS PNEUMATIC MFG, CO. 


1960 KIENLEN AVENUE, ST. LOUIS, MO. 
5518AH, HUDSON TERMINAL, NEW YORK 


we are| 
satisfied that the coming year will | 


Em- | 


Improve San Francisco 
Situation Ignoring 
National Manuals 


EALERS in and around’ 

San Francisco, in gen- 
eral, are very much dissatis- 
fied with the present situa- 
tion in the used car field but 
'are taking steps to improve as 
many aspects of the situation 
as possible. One of these im- 
| provement efforts has to do 
| with the proper valuation of 
used cars. 

Local dealers have formed their 
| own “valuation board” to meet peri- 
odically and set prices on the vari- 
ous models of used cars in the vari- 
| ous lines, expressing dissatisfaction 
with all other published manuals, 
locally set prices, of course, being 
effective only in the local territory. 
Although operative for but a few 
weeks, the plan is already markedly 
improving the local situation. 
| - F, A. Wishart, manager of the 
used car department of Stanley W. 
Smith,  Inc., 1625 Van Ness 
Ave., Hudson Essex distribu- 
} tor for the city, reports that he 
| averages 117 used cars in ‘stock, 
| these being distributed as follows: 
| Twenty-six in the low-priced class 
| (under $1,000 original cost), seventy- 
nine’ in the medium-priced class 
(between $1,000 and $2,500 original 
cost), and twelve in the high-priced 
' class (over $2,500 original cost). © 

Chester N. Weaver Company, 1355 
Van Ness Ave., Studebaker and 
Pierce-Arrow distributor, reports 140 
used cars’ as about average, dis- 
tributed, thirty in the low-priced, 
eighty in the medium-priced, and 
thirty in the high-priced class. 

James F. Waters, president of the 
James F. Waters Company, 590 Van 
'Ness Ave., San Francisco, De Soto 
and allied lines: distributor, reports 
an average of 100 used cars on ‘hand, 
rather evenly distributed between 
the three classes as to origina) cost, 
but all selling, of course, we)l under 
$1,000. 

Flynn & Collins, Inc., the Ford 
dealers located at 1701 Van Ness 
| Ave., state that the firm regards 
the used car problem as the “cancer 
of the automobile industry” and 
that it has solved the problem by 
wholesaling used cars off as fast 
as they come in, having on hand 
about ten used cars. 
| Gene Danaher, used car manager 
|}of Graham-Paige Company of 
| Northern California, 1665 Van: Ness 
| Ave., states that he averages some 
| 100 used cars on hand, of this 
amount, over fifty are in the 
medium- priced field and the re- 
mainder evenly divided between the 
low-priced and the high-priced, 


LE FEBVRE MOTORS, INC., 
TO HANDLE AUBURN 
New. Orleans, Jan: 5.—Le .Febvre 
Motors, Inc., here, has acquired the 
franchise for Auburn and Cord cars 
and wil].display its new line soon. 
The company is located at 1711 St. 
Charles Ave. ' ; 
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Policy Controls Western Dealer Service 


Widespread Area 


Covered by Denver 
Distributors 
In Rocky Mt. States 
Limits Operations; 
Expansion Grad- 
ual, Studied 


ONSIDERING the fact 
that the territory cov- 
ered by the majority of auto- 
mobile distributors in Denver | 
is perhaps the largest single} 
area of any in the country, 
service operations of the indi- | 
vidual dealers are necessarily | 
somewhat under the control | 
of factory policy. However, | 
in all cases there appears to| 
be excellent co-operation be-| 
tween the distributors and! 
the dealers. 

It is felt that this plan works out | 
to the best advantage of every one! 
concerned, because it simplifies | 
Service operations to a certain ex- 
tent, and yet gives the owners the | 
Service to which they are entitled | 

Present tendency in this territory, | 
comprising the Rocky Mountain | 
states, in most cases is toward 
a conservative expansion program 
as far as new dealers are concerned. 
Distributors are moving carefully in 
Selecting dealers in unrepresented 
sections, attempting all the time to 
improve and protect the conditions 
of those already in the general field. 

Because of the fact that individ- 
ual dealers are still somewhat scat- 
tered. there has been little attempt 
or necessity for the stabilization of 
car stocks, most of the dealers de- | 
pending upon the distributor to fill | 
his requirements on short notice. | 

The drive-away problem of the | 
automobile business also has little | 
bearing when a discussion of Den- | 
ver distributors is made, because, | 
except in the case of Ford and 
Chevrolet, both of which have fac- | 
tory branches here, there are no! 
facilities for drive-away deliveries. 

According to J. W. Montgomery of | 
C. S. Norton, Inc., Hupmobile dis- 
tributor, the Norton meainhenance | 
problem, as far as the dealers are | 
concerned, is taken care of largely 
by factory supervision. A_ service 
operation manual, covering every 
phase of Hupp service, is sent at 
regular intervals to all dealers, and 
instructions contained therein are}! 
designed to care for practically any | 
problem which may come up. 

This company covers the entire 
state of Colorado, Wyoming in! 
part, and two counties in New Mexi- | 
co, and has found by experience 
that expense makes it impossible 
for it to supervise service opera- 
tions outside of the immediate ter- 
ritory. Whenever work comes up 
that a dealer is incapable of han-| 
dling. that work is sent to the Nor-| 
ton headquarters in Denver. | 

This company is also concentrat- | 
ing its efforts largely on improve- |} 
ing the present dealer list rather | 
than add new ones, although slow ; 
and careful expansion is desired | 
and is being carried out. i 

Service operations of Willys- 
Knight dealers is being left chiefly 
to the dealers themselves, depend- 
ing upon the size of the town in 
which the dealer is located, T. A. 
Roach, sales manager of E. J. 
Johnson, Inc., the distributor, re- | 
ports | 

By this it is meant that a dealer | 
in a certain sized town is expected 
and required to be able to do service 
work before he is given a franchise, 
and must be able to show his fitness. 
The policy of this company, how- 
ever. is against forcing of dealers to 
carry larger stocks than are neces- | 
Sary. I 

Because of this policy, expansion 
is being limited, although it is being 
carried on all the time. It is the 
belief of this firm that its interests 
and those of its owners will be bet- 
ter protected by attempting to im- 
prove local dealers rather than by 
adding new ones. 

A unique plan is described by W. 
J. Thompson, general manager of 
Qulien-Thompson Motor Company, 
Chrysier -distributor, which has 


served to improve service relations 
with its dealers. Although little at- 
tempt is made to directly supervise 
the operations of the dealers, any 
work which may come up that the 
dealer is not equipped to handle is 
turned over to the distributor. 





In a case of this kind, the dis- 
tributor does the work and makes 
no charge to the dealer. This plan 
has worked out very successfully 
and enables the company to main- 
tain cordial relations with its deal- 
ers and also the customer. 


Frank Hanson, factory represen- this case the Van Dyke Motor Sales 
tative of the Studebaker Company, | Inc. . 
with headquarters in Omaha, ex- In the past, it has been the policy 
plains that the plan of his com-|to send a factory representative ta 
pany is designed to give the utmost | places where service troubles aré@ 
in service, and also to strengthen 
the position of the distributor, in 


(Continued on Page 21) 
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GRAHAM 
ANNOUNCES 


NEW PRICES—$190 to $400 LOWER 
ON REMARKABLE NEW MODELS 


At the Automobile Show this week, Graham presents 


new Special Sixes and new Eights—with unusual 


improvements and refinements. 


Most remarkable of these improvements is the 


Graham Synchro - Silent Four-Speed Transmission, 


with new silent gear-shift, bringing a delightful 


smoothness and ease to driving such as you have 


never experienced before: 


We want you to see and drive these new Sixes and 


Eights —surprising even to those familiar with 


previous Graham value—and to enjoy this newest 


motoring 


thrill. 


GRAHAM-PAIGE NEW YORK CITY CORP., 
311 West 66th Street 


New York 


City, N. Y. 
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Dealers Should Get Share 
Of Maintenance Business, 
Studebaker Executive Says 


By D, 0. WILSON 
General Service Manager Studebaker Corporation 

From the standpoint of service the decrease in car 
sales has brought service to unusual prominence and resulted 
in more attention to the matter of owner contact than has 
heretofore been experienced. This is true of factory officials 
as well as of distributors and dealers. 
Any distributor or dealer who to- . F 
day is not giving the question 0!| gyr contacts, by means of letters 
service to his customers a foremost | and visits, we find that dealers are 
place in his plans is indeed asleep);examining their service facilities 
in the writer's opinion, almost be-| and are making a sincere effort to 
yond redemption. I do not believe,|improve them, appreciating that 
at the moment, there are many dis- | they have in the past been missing 
tributors or dealers who are failing; many opportunities for profits 
to grasp this opportunity to build| through this part of their business. 
up their sales and service. Through | We now find it easier to sell 


THE 


CW 


NASH 


A NEW DEAL FOR TODAY'S DOLLAR 


(omplete coverage of the 


medium and moderate price 
fields is afforded the Nash 
dealer by a line comprising 
three new Fights and a low 
priced Six, so built and so 
priced as to offer the great- 


est values in their fields. 


For the automobile merchant 
now restricted to a narrow price 
field, the Nash franchise presents 
a wider range profit opportunity. 


3 mew EIGHTS and a Low Priced SIX 
from *79Q5 to *2025 


The 6-60 Series} The 8-70 Series 

*795 | Coupe *945 
$795 Special Sedan (¢-deor) 4955 
*975 
*995 


The 8-So Series 


fro 
1245 
Coupe (rumble stat) 7 285 } 
fro 
1295 
Town Sedan (¢-door) I 375) 


Sedan (2-door ) 
Coupe 


Coupe 


Coupe (rumble seat) $3 25 | Coupe (ruméie seat) 
Sedan (¢-door) 8845 


Sedan (4-door) 
Sedan (¢-door) 
| 
iy + . 
The 8-90 Series | 

Fy 565 Victoria 
fy 695 Ambassador 
4] 695 
Coupe (rumble seat) y 745 


Sedan (4-deor) 
Cabriolet 


71765 
71825 
41925 


Limousine (7-pas.) #202 5 


Coupe Sedan (7-pas.) 


PRICES F. O. B. FACTORY 


—_—_—_—_—_—_—_—_—_—_—_—_—_—_—_————————————————————— ee 


equipment to dealers, although, of 
course, in common with other pur- 
chases costing money, the dealers’ 


finances control the extent to which | 
he can immediately broaden his| 


service actitivies. However, they 
| want the equipment and in most 
| eases are putting it in if it is pos- 
| sible to do so. 

We have for several years been 
endeavoring to sell all the dealers 
jon the importance of getting their 
share of the maintenance volume 
possible from cars in operation. We 
have for the past eight months been 
stressing the point very strongly. 


I do not believe the sale of parts | 


or service volume has yet increased 
|to the point we can anticipate. I 
| believe the average dealer has a 
greater appreciation of the possi- 
bilities of service than he has had| 
before and that these same dealers 
| will confinue as fast as possible to 
take advantage of all opportunities 
| for selltng service. 

| This period of fewer car sales will, 
when the upturm comes, result in 
finding many dealers in a far bet-! 
ter shape to properly take care of 
their customers and to secure the 
service volume they should receive 
than ever before. 

The special service helps offered 
Studebaker dealers are as follows: | 

A very extensive educational cam- 
paign has been carried on for a 
‘number of years among our deal- 
/ers’ service men which includes a 
fully equipped factory sehool and 
‘two traveling field schools. con- 
ducted by competent men. The in- 
structors are experienced not only 
along the mechanical lines. but also 
in sales and service promotion work. 
The schools are conducted without 
| cost to the dealer and his men, for 
{tution fees or other charges. During 
the past year 2,200 men were trained 

jin these schools. 
Factory service representatives 
traveling through each branch terri- 
tory offer the dealer and his service 
men regular advice and assistance 
along service promotion as well as 
mechanical lines. 

The dealer and his service de- 
partment are supplied at regular in- 
| tervals with our service magazines 
(of 24 to 30 pages each) monthly, 
special service instruction letters as 
|needed and other ‘iterature. Thig 


| 
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Used Car Sales Show Gain 
In New Jersey During 1930 


| 

| NEWARK, N. J., Jan. 5. — Used 
car sales in New Jersey for 1930 
|}are expected to show a slight gain 
|in volume over 1929, while stocks on 
jhand are slightly higher than a 
year ago. 


New car sales, based on reports of | 


dealers, will be 25 to 30 per cent. 
|} behind 1929. 
Dealers got away to a better start 


New Jersey, although used 
stocks were almost double that of 
January, 1929. 

In February, while sales showed a 
slight inerease, stocks rose sharply, 
but, as sales mounted rapidly in 
March and April. stocks on hand 
dropped in proportion, and 1930 
stocks on hand crossed the 1929 line 
in September. 

May saw a Slight decline in used 


material outlines service sales meth- 
ods, merchandising information and 
methods of improving service de- 
partment operations to increase 
sales, as well as detailed mechanical 
information concerning our cars. 
In this connection we also regularly 
prepare service advertising material 
for our dealers, such as posters, 
form letters, advertising folders. 

An unusually complete and up-to- 
date flat rate. piece rate system is 
available, which covers practically 
the entire operation of the dealer’s 
service station. The system in- 
cludes the cost of parts as well as 
payment to the mechanics and lists 
in detail the various operations and 
operation steps for every possible 
Studebaker service operation or 
group of operations. It definitely 
outlines, to the service station and 
to the customer, nct only the cost 
of an operation, but also exactly 
what work is to be performed for 
the charge made. 

The use of a system of this kind 
with its guaranteed workmanship, 
uniform and definitely known prices 
to the customer and prompt com- 
pletion of work, naturally appeals to 

(Continued on Page 20) 


No DRAFTS—No DUST 


PERFECT VENTILATION 


Frequently motorists sacrifice ventilation for immediate 
comfort in storms and cold weather. Windows are 
closed with resultant headaches—danger from poor 
vision, not hearing or giving signals. 

The position of Dole Draft Deflectors in the door open- 


ings causes them to act on 


the same principle as the” 


louvre openings in the hood. The vacuum behind the 
deflectors, created by the forward motion of the car, 


sucks the stale air from th 


e interior and at the same 


time allows fresh air to enter witHdut disagreeable 
drafts and unpleasant cross currents. 

Dole Draft Deflectors add a touch of smartness and 
refinement. Leading manufacturers have already voiced 
their approval. The deflectors have the appearance of 
a permanent built-in part of the car, yet can be installed 


in five minutes without dr 
They remain in position a 


illing or marring body finish. 
od are rattle proof. 


Shatter proof safety glass is standard, 


See our exh 
BOOTH 


Call at our headq 


ibit at the Show 
NO. D 159 B 


uarters, Barclay Hotel 


THE DOLE VALVE COMPANY 


1923 Carroll Ave., Chicago, Illinois 


Also manufacturers of Dole Double Compression Cou 
Dole Ball-Roll Couplings, Dole Thermostats, Dole 


Dye 


lings, 
rémers 


J 


a e 


DRAFT DEFLECTORS 


last January in used car sales in| 
car | 


~ | very favorable and I 


|car sales, while the June and July 
decrease was sharper. August, Sep- 
tember and October used ear sales, 
| however, were better than a year 
| ago. 
In November stocks rose sharply 
while sales crossed the 1929 line, 
| but were only a few units less than 
| the 1929 volume. December used 
car sales are said to be better thah 
& year ago, with stocks considerably 
below the 1929 average. 
| Claude E. Holgate, manager of the 
Newark Automobile Trade Associa- 
tion, predicts that 1931 will be bet- 
j ter than the year 1930. “The in- 
| troduction of new models within 
the past few months has undoubte 
edly stirred up some interest.” he 
says, “but the more important thing 
that will have a bearing on next 
spring’s sales is the fact that many 
| customers have held over their 1929 
cars, and there should be quite a 
respectable replacement market 
opened up shortly. 

“We believe there has been a 
slight increase in dealers’ efforts to 
secure service work, but fee] there is 
vast room for improvement in this 
respect.” 

Some dealers report sales of both 
new and used cars better than in 
1929, while reports from others are 
not so optimistic. 

The Newark Buick Corporation of 
' the city has had a good year. This 
company as an example sold and 
delivered 60 per cent. more cars dur- 
ing that month than during No- 
vember, 1927, which was the biggest 
previous month in its history. And 
three times as many cars as in No- 
vember, 1929. 

Charles I. Rice, president of the 
Charles I. Rice Company, Inc., 
Packard dealer im Hackensack and 
Englewood, reports that the used 
car business in its territory has held 
very good. f 

“We are pleased to announce that 
our used car inventory as of No- 
| vember 26 was the lowest that v2 
have had in several years,” he says. 
“Prospective business for 1931 
| throughout our entire territory looks 
look for & 
marked improvement in sales right 
| after the first of the year, especially 
jin our more expensive cars. 

The Union County Buick Com- 
| pany, Elizabeth, reports that new 
and used car sales held up fairly 
| well. 
| “The necessity of replacement 
| Should make prospects for 1931 look 
|} at least as good as 1930,” the come 
pany reports, “and with the return 
;to normal business in other lines 
| Should make the motors one of the 
| first lines to snap back.” 
| ‘The Centre Motor Sales Corpora- 
| tion, Chevrolet dealer, Bergenfield, 
reports used car stocks at the lowest 
| mark in the past.five years. The 
| hew car is getting a fine reception 
| and service work is increasing. 
| Gasper O. D'Ippolito of Vineland, 
secretary of the South Jersey Auto- 
|mobile Trade Association, reports 
that new and used car sales in that 
section in the last quarter have been 
on a par with 1929. 

In a bulletin issued to its members 
on December 15, the Newark Auto- 
mobile Trade Association stated: 
“Used car figures submitted by our 
dealers for November show an in«- 
cfease of stocks on hand, while there 
has been a decided falling off in the 
number of sales. With the ap- 
proach of the new year, and the ine 
troduction of additional new medels, 
it will become increasingly difficult 
to move used car stocks. Every ef- 
fort should be made to reduce these 
before the first of the year.” 

Horace A. Bonnell, president of 
| the Bonnell-Mason Company, New- 
| ark distributor of Oakland-Pontiac 
cars, reports an improved volume of 
retail business. 

He says there has been a decided< 
ly upward turn to local motor car 
purchases in the tail end of 1930, 
and the better return is composed 
in part of the good demand which 
recent models of low-priced cars ime 
mediately drew. He believes the 
will be a steady rising demand fo! 
new motor cars. 

The William Hufnagel Chevrolet 
Company of North Bergen repor 
a healthy demand for new Cars, an 
closed the 1930 season on a slight] 
better volume basis in new and u 
cars than in 1929. A normal pic 
up in business is anticipated ear! 
this spring. 
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NO Quarter and NO Retreat 


What shall be written for the automobile industry in 1931 
no one knows—but anyone may guess. 


Our guess is that this will be the most stirring and sig- 
nificant year the industry has yet known. The field has 
narrowed down to.the most virile survivors of a compe- 
tition almost unequalled in intensity and mortality. 
There is no quarter and no retreat in motordom’s 
-epic battle. 


The two-edged sword of advertising will be a decisive 
factor in the 1931 engagement on copy and media will 
rest the fate of its participants. A nation grown chary 
of buying must be made eager to exchange some of its 
vast wealth for new cars made irresistibly desirable by 
skillful copy. And wide variations in buying inclina- 
tion and buying power recovery in the nation’s scores 
of markets dictate the need of shrewd media selection. 
Prestige, pride and prejudice must be forgotten now when 
sales are vital to survival. 


In the mighty Chcago market no sales campaign can 
wholly succeed without the Chicago Evening American 
on a “full-schedule” basis. Here is no boast | but a state- 
ment of fact. The Chicago Evening American has led its 
field in circulation for years—a clear indication of Chi- 
cago’s evening paper preference. Over 9()% of its circu- 
lation is concentrated in Cook County, which buys more 
automobiles than all the rest of Northern and all of Central 
Illinois. Its influence penetrates deeply into all income 
levels and all classes of Chicago's population. 


AUTOMOBILE Motor car makers who lead in 1931 sales in 
SHOW Chicago will lead in use of the Chicago Eve- 


ning American. You can wait for time to 


NUMBER prove it, but it will be cheaper to accept it now. 


JANUARY 


24 =| CHICAGO EVENING 


MERICAN 


a good newspaper now in its TENTH YEAR 
of circulation leadership in its evening field. 


National Representatives: RODNEY E. BOONE ORGANIZATION 
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THE SATURDAY EVENING POST 


Gabriel Triple 
Hydraulic Shock 
Absorbers were 
first announced 
Jan. 5, 1929. At 
that time a new 
standard of rid- 
ing comfort was 
set by Gabriel. 





A SHOCK ABSORBER WITH BEAUTY... i 
IN HARMONY WITH THE - 


THE same superb strength and accurate work- its control of spring action marvelously smooth 
manship, the same smooth power and flashing and sure. It cushions evenly on both the down 
beauty of design that distinguish the costliest ward and the upward thrust of the springs, and, 
American and foreign motorcars—these quali- giving them normal play, slows their movement to 
ties, in unstinted measure, are built into the new a gentle, gliding rise and fall. Riding in a car 
Gabriel Triple-Hydraulic Shock Absorber. equipped with Gabriel Triple-Hydraulics is moter- 
| But before all else, the Triple-Hydranlic is de- ing luxury . . , the “floating ride” made a fact. 
signed to give a degree of riding comfort that no - This great, new Gabriel shock absorber is built 
automobile, however equipped, has ever attained. to serve silently, permanently, year after year, 
An entirely new application of the hydraulic Its few moving parts are made with the utmest 
principle—the patented triple-vane shaft—makes sturdiness and simplicity, from the finest steels 


32 % “of all independent 
O passenger cars fo 





Show Headquarters Commodore Hotel 
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THE SATURDAY SYENING POST 


GABRIEL 


TRIPLE 


v 


HYDRAULIC 
SHOCK ABSORBERS 
ONE HUNDRED DOLLARS 
THE SET 


INSTALLED 





STRENGTH... PERFORMANCE 
FINEST OF THE NEW CARS 


=“ 2 
- ry - 


that can be had for the purpose. It is sealed for- 
ever against leakage. There is nothing to get out 
ef order, nothing to wear out during the lifetime 
ef the car, The gleaming, chromium-plated sur- 
face will never tarnish. In looks, as in perform- 
ance, it is a masterpiece. 

Your own motorcar dealer will arrange for a 
Triple-Hydraulic demonstration at your conve- 
nience. The pricé is one hundred dollars, in- 
stalled, for the set of four. Gabriel, 1407 East 
40th Street, Cleveland, Ohio. 


enernmrrrenortT 





»nt manufacturers of American 
factory equip with 


GABRIEL Biri 


TRIPLE HYDRAULIC SHOCK ABSORBERS 
THE GABRIEL COMPANY 





Gabriel will soon announce 
1405 East 40th Street . Cleveland, Ohie a startling new development. 








ee 


You Won't Believe ve It! 


But It’s | 


HE NAKED TRUTH 


That’s what they call this car in New Jersey because 
it has run 10,000 miles without water! 


No Radiator—No Hood—No Fan 


This feat has been made possible by 


CAMPBELL’S 


LU-BRI-CANT 


Nothing like it on the market, and it has taken the 
world by storm because it saves the manufacturer | 
and owners of motors thousands of dollars yearly. 
Materially reduces wear upkeep and operating 
expense. Used by large fleet operators and on 
many government cars. 
Automotive manufacturers and jobbers are invited 
to visit our Booth, D-160, at the National Automo- 
bile Show and get the TRUE FACTS. | 


*, 
> _—-——_——_— —_—_— — 


J. C. CAMPBELL | 


351 Verona Avenue Newark, N. J. 


SPARKS from the SHOW | 


(Continued from Page 2) 


OWARD CUNNINGHAM with us this week—the 
Cunningham part of the Green-Fulton-Cunningham 
of Chicago, which has handled Nash advertising for | 
“lo these many He comes to the show right after | 
completing a deal which makes him the sole owner of this | 
James D. Fulton and Heber Smith have retired 
and Howard Cunningham is in full command. Carl Green, 
one whose name has been linked in the firm’s title since its | 
inception, stepped aside nearly two years ago. Fulton, who 
joined the agency following a successful career selling auto- 
mobile advertising for the Chicago Record-Herald, will take 
a trip around the world, it is said. 
Mr. Cunningham always has 
account and because of this he is one 


agency men in the automobile field. 
* * . 


Barney Oldfield, now a Detroit stock broker, cannot | 
resist the lure and is among those noted in the Commodore 
lobby. The now retired race driver is seriously contemplat- 
ing writing a book on his racing career, and he says he 
figures on calling it “Did Henry Ford Make Barney Old- 
field, or Did Barney Oldfield Make Henry .‘ord?” This, of 
course, refers to the well known fact that both got their 
start by campaigning old 999, a racing car built by Ford 
and raced by Oldfield. 


IS 


H 


agency 
years.” 


big agency. 


contacted the Nash 
of the best known 


| 


ja trade 


|} manded 


| tify the departure from the use of | 


| standardized equipment, an insistent | 
{demand developed for 
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Graham eee Six Sedan 


New York Show Events 


9.00 a.m.—Foreign guests’ show, visit Grand 
Central Palace 

9.00 a. m.—Graham-Paige “open house” 1877 B’way 

12,00 Noon—Auburn meet and luncheon, Com’dore 

12.30 Noon—NACC motor truck lunch., NAAC offices 

12.30 Noon—National Association of Show and 

Association managers Roosevelt 

1.00 p. m.—Hupmobile dealer luncheon, Commodore 

12.30 Noon—NACC motor truck lunch., NACC offices 

6.30 p. m.—National Automobile Chamber of Com- 


merce banquet Commodore 


Tuesday, Jan. 6 


10.00 a. m.—National Automobile Chamber of Com- 
merce directors’ meeting, NACC offices 

12.30 Noon—Marmon dealer luncheon, Commodore 
1.00 p.m.—Hupmobile dealer lunch, Commodore 
2.00 p. m.—Federal distributor meet’g, Commodore 
6.30 p. m.—Motor & Equipment Ass’n dinner, Astor 
6.30 p. m.—Federal distributor dinner, Commodore 
6.30 p. m.—Chevrolet dealer banquet, Commodore 


Wednesday, Jan.7. 3 


m.—Hupmobile dealer luncheon, Commodore 
m.—Oldsmobile dealer dinner........Astor 
m.—Society of Automotive Eng’n’rs’ dinner, 
Pennsylvania 
m.—Willys-Overland dinner and meeting, 
Commodore 
m.—Overseas Automotive Club dinner 


| Thursday, Jan. 3.... 1.00 p. 
| 6.30 p. 
6.39 p. 

5.00 p. 


6.30 p. m 


a Reviews Growth of 


Continental From Early Days 


By W. R. ANGELL 

President Continental Motors 
N the earlier years of its business 
Continental’s reputation as four acres of land, 
quality engine manufacturer was. - = sais 

built up through the manufacture 
land sale of standard model engines 
which were purchased and used by | 
many of the leading passenger car | 
and truck companies. These engines | 
were known as “Red Seal” engines, | 
name identified with the| 
product of the company since its| 
inception. In the days when the | 
buyer of an automotive vehicle de- | 
to know what was under | 
the hood, the assurance that it was | 
a “Red Seal’engine usually clinched | 
the sale. But as the years advanced 
and manufacturers of automotive 
vehicles attained sufficient size and} 
an adequate volume of sales to jus- | 


and Muskegon, Mich., 


JAN. 
3 to 10 


ALL THIS 
WEEK 
10 A. M. to 
10:30 P. M. 
Daily 


special en- | 
gines. In some cases these were sold | 
to but one customer—in other cases 
to several, but slightly changed in 
such a way as to be readily dis- | 
tinguished as the particular engine 
of the vehicle manufacturer. In ad- 
dition to its large business in stand- 
ard model engines Continental thus 
became a quantity manufacturer of 
special engines, designed to satisfy 
the particular needs of its custo- 
mers. 

To meet the growing demand tor | 


{engines of many different types and 
sizes Continental’s plants at Detroit 
were expand- 
ed until they now occupy seventy- 
the floor space 


—three decades of progress. 
cars and trucks—300 medels—See the latest sixteen 
and twelve cylinder creations—new eights, sixes, fours 
-—Modish bodies—modera accessories. 


| of all buildings being approximateiy 
1,500,000 square feet. But in this 
expansion and development aiten- 
tion was constantly focused on the 
fundamental principle of maintain- 
ing flexibility of machinery and 
equipment. The personnel of the 
|}company likewise has acquired a 
|unique knowledge of the peculiar 
| problems incident to the design and 
}manufacture of a varying product 
}and a dexterity in operation impos- 
|sible in a business devoted to a 
et of a single type. 
_GOODYEAR TO OPEN PLANT 
IN ARGENTINE IN FEB. 

| Akron, O., Jan. 5—Th new tire 
| and tube plant of the Goodyear Tire 
'and Rubber Company in Hurling- 
jham, Argentina, will start opera- 
| tions early in February. C. C. Slus- 
ser, vice-president and factory man- 
ager, with A. G. Cameron, vice- 
| president of the Goodyear Tire and 
Rubber Export Company, is going 
|to South America to take part in 
| the opening ceremonies. 

TRANSFERS CERTIFICATES 

Richmond, Va., Jan. 5(UTPP).— 
|The East Coast Stages, operating 
interstate passenger bus service be- 
tween Richmond and Washington, 
D. C., has been authorized to trans- 
fer its certificates to the Safety 
Transit Lines. 

NEW MAPLEWOOD LINE 

Maplewood, N. J., Jan. 5.—The 
White Bus Company, Inc., to oper- 
ate buses, has been formed here by 
George F. White and Julia White, 
Maplewood, and John J. Foley, 
Newark. 


— 


31st triumphant year of the National 


AUTO 
SHOW 


The world’s largest industry displays its masterpieces 


Fifty-one exhibitors of 


Shop equip. 


meat section (open to public after 5 p. m.) om 4th floor. 


Admission 75c 


/GRAND CENTRAL PALACE 


Leningten Avenue end 46th Street, New York City 
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LA ae advancement 
a adttinaisl aisles 


NEW BEAUTY—SPARKLING 
COLOR HARMONIES — EXQUI- 


Dodge Brothers present a new Dodge Six 
and a new Dodge Eight—the most beautiful, 
comfortable and able cars in Dodge history. 
« It continues to be Dedge Brothers convic- 
tion that the most important thing about a 


motor car 1s that it be a good motor car 


The new Dodge Six and Eight demonstrate 
that it 1s possible to incorporate in cars of 
Dodge quality at Dodge Brothers tradi- 
i NN ic A as is 
and performance far beyond anything that 
moderate price has previously commanded. «# 


The value represented in such cars will be 


SITE INTERIORS—INCREASED 
RIDING COMFORT—WIRE 
WHEELS STANDARD — FINER, 
FASTER PERFORMANCE—MONO- 
PIECE STEEL BODIES — INTER- 
NAL HYDRAULIC BRAKES— 
MANY OTHER REFINEMENTS 


A ¢? ° 
New g lodge Oight —four models 
priced from $; 095 to $1. 135. All prices f.o.b. 


$1005 


New Dodge Six—five models priced 


factory. Coupe 


&0 designed and &0 built of sound materiale 
from $815 to $845. All prices f. o. b. 
factory. Sedan (illustrated above. $845 


© Dodge Brothers Corporation 1931 
THE NEW DODGE SIX AND EIGHT TOGETHER WITH THE STANDARD DODGE SIX AND EIGHT ARE NOW BEING SHOWN AT SPACE A-5, GRAND CENTRAL PALACE, 
AT BERVICE CENTER, WEST END AVENUE AT 65TH STREET, AT THE PERMANENT DODGE EXHIBIT IN THE CHRYSLER BUILDING, AND AT THE SHOWROOMS LISTED BELOW 


DODGE MOTORS NEW YORK, INC. 


William L. Colt, President & General Manager 


Broadway and 63rd St. 


Susquehanna 7-1800 
BISHOP, McCORMICK & BISHOP HILLAS MOTOR CAR COMPANY 
1221 Bedford Avenue, Brooklyn Central Avenue and Twelfth Street 
139-25 Hillside Avenue, Jamaica Newark, New Jersey 


that it may last long and operate dependably. instantly apparent to every motor car buyer. 
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MERCHANDISING 


ACCESSORIES 


EQUIPMENT 


Stevens Walden, Inc., 
Of Worcester, 
Mass., Convinced 

Of Value of Travel- 
ing Clinic; Operates 


15 of These Mis- 


sionary Vans. 


NCREASED volume for 

manufacturer, jobber and 
retailer has resulted from the 
traveling clinic, or mission- 
ary van, as it is called by 
Stevens Walden, Inc., of 
Worcester, Mass., tool maniu- 
facturer. 

Starting out in April, 1929, the 
first truck, a traveling showroom, 
took the road as an experiment. It 
was an effort to locate the weak- 
ness in the so-called “missionary 
man” system. 

Teday this manufacturer is op- 
erating fifteen of these missionary 
vans, the majority by their own 
missionary men and others by job- 
bers who borrow them for a period 
of time. 

In both cases the unit has tre- 
mendous advertising value, and one 
of the most important features is 
the extremely thorough way in 
which it acquaints the jobber’s| 
salesmen with the manufacturer's 
line of merchandise and its applica- | 
tion. The retail trade has also been 
sold on the idea. 

When Stevens Walden decided to 
try out the missionary van to re- 
place the missionary man it was on 


E DA 


ILY NEWS, 


DISTRIBUTION 


SHOP EQUIPMENT 


REPLACEMENTS 


Tool | Manufacturer 1} Boosts Jobber 


Volume 


Inside Traveling Showroom [Duluth Jobbers See 1931 
— S em Business Prospects Good 


Illustration of Missionary Van of Stevens Walden, Inc., of Worcester, 


—_ - — 


the principle that while the mis- 
sionary man idea was not wholly 
successful, it was felt that mission- 
ary work was essential both to the 
manufacturer and the jobber. 

At that time the company in- 
formed the jobbers: 


“Comparing our own studies of 
the situation with the expressed 
opinion of many jobbers, we felt 
that the pioneers of the socket 
wrench industry could do no less 
than take the first step in improv- 
ing the missionary system.” 

The manufacturer’s salesman in 
charge of the van calls on every 
service station, dealer and garage 
in the jobbers’ territory, gives a 
complete and thorough demonstra- 


Mass., Tool Manufacturer 


tion purposes to groups of sales- 
;men at meetings. 
| Reports from various sections of 


| the country show that sales were in- | 
creased, in some instances by more | 
than 100 per cent., because of the | 


fact that garagemen were able for 
the first time to examine the prod- 
uct they were going to buy, instead 
of looking through the pages of 
catalogues and determining from 
half-tone reproductions. These were 


\D vey of the automotive jobbing 
| situation in Duluth covering the 
entire year of 1930 reveals the fact 
that business was unsatisfactory. 

Most of the people i nthe automo- 
| tive trade did their buying on a 

hand to mouth basis, the survey 
reveals. 

Credit conditions in 1930 were 
very unsatisfactory and collections 
were tight. 

But, in spite of this unsatisfactory 
| condition, one jobber reported that 
| with rigid economy and good man- 
| agement his company was able to 
;make more money in 1930 than it 
did in 1929. 

In spite of the very unsatisfactory 
business conditions, the year was 
one of expansion for several of the 
jobbers in Duluth. One moved into 
new and larger quarters. 
jobber added a large number of lines 
to meet demands, with the result 
that this company enjoyed a 
healthy growth. A third jobber be- 
came the Duluth warehouse and 
| jobber for a large tire manufacturer 
}and announced that it plans an ex- 
|pansion program in the spring of 
1931. 

In spite of the discouraging year, 
Duluth jobbers are very optimistic 
regarding business in 1931. 

C. P. Mayhew, manager of the 
Midwest Motor Specialty Company, 


eee 


E:ditor’s 


| the sections where the jobber’s store | 


and warehouse were miles out of 
| the way. 

As the result of the Stevens Wal- 
|den missionary vans, several job- 
bers conceived the idea of traveling 
clinics for the demonstration of 
shop equipment. They put in a ma- 


BAA en nm ne i eae eee 


NE of the great mistakes that 
many retailers have made dur- 
|ing the past twelve months is the 
offering of merchandise that is too 
|cheap. There are indications that 
| the winter trade for some will not 


| tion of every item in the line, leaves Chine or two, equipped with motors | ye as good as it otherwise would be, 
| catalogues and other sales litera- and, arriving at the garage of the/¢9, the reason that customers will 


| the dealer, of course. 


IMPROVED 


ryon 


SPRING SHACKLES 


Improved Tryon Spring 
Shackles embody im- 
portant new features 
resulting in greater 
inbuilt strength, great- 
er accuracy, increased 
bearing surfaces, im- 
proved lubrication, 
easier riding and 


longer life. 


Manufacturers: Write for 
full information and 


quotations. 


Sole Licensee: 
WILLYS-MORROW CO., INC. -: 
ELMIRA, NEW YORK 


ne 


All orders 
specified by 
\ 


ture and takes orders. 
go through the jobber 


In a recent bulletin to jobber 
salesmen it was pointed out: 


“1. You can keep on with your 
regular work, merely dropping a 
word to your trade that the Stevens 
Walden van will call at a certain 
time, and making sure that on all 
orders your house is specified. 

“2. You don’t have to spend a 
lot of time with the manufacturer's 
salesman, interrupting your own 
work to introduce him, and he 
doesn’t have to work from a small 
assortment of samples and a cata- 
logue. 

“3. Your customers are impressed, 
first by the unusual appearance of 
the missionary van, its expanding 
and contracting features, and, sec- 
ond, they have a chance to see ab- 
solutely everything in the line, with 
facilities for demonstration. 
Whether it is the boss or his me- 
chanics, the sales are made quickly 
and in greater volume.” 

The first vans caused a _ sensa- 
tion, especially in the outlying sec- 
tions of the country where the ga- 
rage owner and service station op- 
erator saw the jobber salesman 
probably once a month. 

Not only was the van used to 
demonstrate the line to the ga- 
ragemen and service stations, but 
was used by jobbers for demonstra- 


made of one piece material 
anteed to fit 
Please your 
spring protection. 
catalog and prices. 


THE JEAVONS COMPANY 
FREMONT ‘OHIO 


guar- 
any make of car. 
customers with this 
Write us for 


on the 
started 


prospect, they plugged in 
electric-light system and 
their machines. 

Other jobbers sent their salesmen 
out with truck loads of stuff. Still 
other schemes of a similar nature 
were tried more or less successfully. | 

Stevens Walden, in addition to its | 
missionary van system, operates a/| 
fleet of trucks in Worcester to rush 
orders from the factory to the rail- 
| road system or the airport for quick 
delivery. 


'W. A. BAKER CO., INC., 
| ENTERS JOBBING FIELD 


Chicago, Jan. 5—Announcement 
has just been made by W. A. Baker 
of the W. A. Baker Company, Inc,, 
of Chicago, of its intention of enter- 
| ing the jobbing field with a com- 
| plete line of automotive replace- | 
ment parts. 

The company is one of the 
pioneer cylinder regrinding estab- | 
lishments of Chicago and the first | 
jin the Woodlawn district, having | 
|been established in 1916. 


The store with its large frontage | 
/on Cottage Grove Avenue was built | 
by Mr. Baker in 1920 and is now) 
being altered for the effective dis- 
i play of merchandise. 


IPROTECT SPRINGS 


FROM RUST, MUD and GRIT 


FABRIC SPRING COVERS save the — 
springs where abuse is greatest— . 


Oldest Mira. of Spring Covers 


| because of the quality. 


| accounts 
| being offered them. 


' priced goods, 


| to have a sufficient variety of qual- 


| values, a great 


|make a new 


|not be able to find in those stores 
|as good a selection of merchandise 
|as they want. 

There has been an idea that price 
alone will sell goods. This has led 
to the seeking of the lowest possi- 
ble prices in order that there may 
be offered what, in the advertising, 
appears to be great bargains. Cus- 


| tomers will come into the store, look 


over the stock and leave in disgust, 
They will 
not draw their money from savings 
to spend it for what is 


Retailers may well give these facts 
the most serious consideration. 
Even though they may consider it 
wise to have a good stock of low- 
they should be sure 


ity goods. Retailers who do have 
quality goods are bound to get re- 
sults. 

If they have quality goods and 


| sell them at prices that give good 


many people are 
going to buy. These same people 
will not buy cheap goods. In fact, 
they will actually go without before 
they will do so. They will buy only 
what comes up to their standard of 
quality. 

There is still a tremendous buying 
power in the United States. There 
is a buying power great enough to 
record during 
winter season, but chirping, “Cheap, 
cheap, cheap,” like a new born 
chick, will not tap this buying 
power. It is necessary to show the 
customers what they are willing to 
buy. It is necessary to take into 
consideration that the standard of 


living has become higher during the | 


past twenty years, and that people 
are not only ‘buying, but are de- 
manding better and better goods. 


Fiaures published in Printers’ 
Ink shew the largest number of 
chain store companies te be in the 


ULUTH, Minn., Jan. 5. — A sur- ; 


Another* 


the ! 


at 403’, East Superior St., reports 
that his company enjoyed a healthy 
growth during 1930. During the year 
this company completed a large ex- 
pansion program and added many 
lines 

S. N. Peterson, president of Para- 
mount Service, Inc., at 521 East Su- 
perior St., reports that by rigid 
economy and good management hig 
company was able to make more 
money in 1930 than it did in 1929, 
During 1930 this company became 
the Duluth warehouse for Kelly- 
Springfield tires and accessories and 
will be the jobber in a large terri- 
tory adjacent to Duluth. A large 
expansion program in its tire de- 
partment is planned in the spring. 

During 1930 an expansion pro- 
gram was put into effect by the 
United Electric Service Company 
when it moved into new and larger 
quarters at 301 East Superior St. 
While the jobbing business for this 
company was unsatisfactory, the 
service department enjoyed a good 
business and as a result this com- 
pany is paying more attention to its 
service department than ever before. 

The Hanson-Duluth Company, at 
416 East Superior St., reports that 
the jobbing business in 1930 was 
only fair and that hand-to-mouth 
buying was very evident. Shop 
equipment business for this com- 
pany was reported as being good. 


— AAA Ae 


Colonan 


grocery field, but the largest num- 
ber of chain units to be service sta- 
tions. As far as the number of 
units or stores is concerned, service 
stations and grocery stores, taken 
together, far exceed the total of all 
other chain units. 

There are more chain companies 
engaged in the grocery business 
than in any other. Next come de- 
partment and dry goods stores, serv- 
ice stations, drugs, women’s ready- 
to-wear, meat markets, shoes, men’s 
clothing, 5 and 10 cent stores, res- 
taurants, lunch rooms and general 
stores. Twenty-four more trades 
have a few chain store companies 
and a comparatively few stores. 

Such figures indicate that the 
competition with chain stores in the 
automotive industry is not with 
chain accessories stores, but rather 
with chain stores in other fields. 
Looking through the list we find 
that department stores and 5 and 
10 cent stores all sell accessories 
However, the type of goods sold is 
the kind which can be sold readily 
by means of attractive displays and 
which does not require very much 
in the way of personal salesman- 
ship. . 

The volume of accessories sold in 
this manner shows that the inde- 
, pendent retailer should give far 
{more attention to his store displays 
than he has ever given them before, 
There.are many small and relative- 
ly inexpensive items which, well dis- 
played, will sell readily. It is partly 
due to failure of the retailer to 
make such displays that the cus- 
tomers buy such articles in other 
stores where they are shown near 
the door and are seen both when 
entering and leaving. The retailer 
can learn much to his advantage by 
Studying the displays being made 
|in all stores selling accessories as 
|a side line. 


SEMI-ANNUAL PETROLEUM 
ASS’N MEETING APR. 23-24 


|- Washington, Jan. 5.—Preparations 
| are being advanced. for the semi- 

;annual meeting of- the National 
Petroleum Association April 23-24 in 
Cleveland. Headquarters willbe the 
Hotel Cleveland. 
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‘DEALER ORGANIZATION | 


used car | dealer organization is that it isn’t 
‘the number of automobiles a dealer 


Relative to new and 
stonks, I don’t think our organiza- 
| tion was ever in better shape than | 


BIGGER HIGHWA 


Y PROGRAMS 


TO AID UNEMPLOYED, KEYNOTE | 
OF ROAD BUILDERS’ SESSION 


American Association’s 28th Annual Convention at 


St. Louis, Jan. 10- 


16, to Draw 30,000 


Officials, Engineers, Contractors 


ASHINGTON, D. C., 


Jan. 5.—Increased road building 


programs as aids to employment and better business 


will form a keynote topic of 


the twenty-eighth annual con- 


vention and road show of the American Road Builders’ As- 
sociation, January 10-16, in St. Louis, Mo. 


With approximately 30,000 state, : 
city and county officials, engineers 
and contractors assembled in this, 
the largest annual assemblage of 
men, machinery and materials, the 
latent power to materially improve 
the nation’s economic condition is 
obvious, and convention leaders fore- 
cast marked forward steps toward 
dealing a death blow to depression 
and unemployment. 

The American Road Builders’ As- 
sociation has grown to represent all 
interests identified with road and 
street building in all countries. 


user of highways. The membership 
is now classified in eight divisions: 
City officials, county officials, en- 
gineers and officials, contractors, 
manutacturers, Pan American, Eu- 
ropean and members-at-large. 

Monday morning, January 12, will 
be devoted to the opening general 
session with W. A. Van Duzer, presi- 
dent of the American Road Builders’ 
Association, in charge. The ad- 
dresses will be delivered by Mr. Van 
Duzer and Thomas H. MacDonald, 
chief, Bureau of Public Roads, 
United States Department of Agri- 
culture. 

Following luncheons of the boards 
of directors, program speakers and 
committee members of the county 
and city highway offi€lals’ divisions 
and of the chairmen of equipment 
committees, the afternoon's 
gram will include the county high- 
way officials’ session, the session on 
highway finance and administra- 
tton, the combined session on traffic | 
devices, steel forms and weighing 
devices, and the Pan-American del- 
egates’ meeting. Monday night the 
road builders’ smoker in honor of 


international delegates will be held. | 
For the second day, the morning | 


will be devoted to sessions on high- 


way location, airport drainage and | 


surfacing, motor freight; also the 
contractors’ conference. In 
afternoon sessions are scheduled for 
city and county officials, and a con- 
ference on construction and main- 
tenance methods for low cost roads 
and bridges, while the contractors 
will meet for a second symposium 
and general discussion. The eve- 
ning. will. be devoted to the con- 
tractors’ supper dance. 
Wednesday morning will 
number of sessions in progress, 
cluding: Subgrades and pavement 


see a 


bases, snow removal and equipment, | 


grading methods and equipment, 
standardization of methods of pur- 
chasing equipment. 
equipment and grade crossings will 
be discussed in afternoon sessions, 
while the county and city officials 
will hold further conferences. The 
annual road builders’ banquet will 
be held in the evening. 

The Pan American session, cen- 
tra] and truck mixed concrete ses- 


sion and highway guard rail discus- | 


sion are on the program for Thurs- 


day morning, with a luncheon meet- | 


ing of the board of directors of the 
association scheduled at noon. 
The final sessions of the conven- 


tion will be held Thursday after-| 
noon, the county and city officials | 
again being in session, while there | 
will be a meeting of co-operating | 


committees. of the American Asso- 
ciation of State Highway Officials 
and American Road Builders’ Asso- 
ciation. An association business 
meeting will close the program. That 
night the 
and ball will be held. 

For the road ‘show which will run 
simultaneously with the association | 
convention, approximately 400 of the 


leading manufacturers of highway | 


equipment: and materials through- 


out the-country plan to ship their} 
fimest and newest products for dis-; 


It | 
represents both the builder and the | 


pro- | 


the | 


in- | 


Maintenance | 


international reception | 


The machinery 
will be 
a motor 


play in the Arena. 
and equipment showings 
augmented this year by 
freight exhibit. 


MARMON DEALERS SET 
FOR INTENSIVE SALES 
CAMPAIGN DURING 1931 


By GEORGE C. TENNEY, 
General Sales Director Marmon 
Motor Car Company. 

Special to the Automotive Daiiy News 
THE beginning of the new yea: 

finds the Marmon dealer organi- 
zation thoroughly prepared for in- 
tensive selling activity on 1931 
Marmon models. 

Although slightly smailer than at 
this time last year, the Marmon dis- 
tributor and dealer organization is 
comparatively much _ stronger in 
ability to meet existing business 
conditions. Moreover, the advent of 
the new Marmon Sixteen, together 
with the new Marmon 88 and 70, 
gives an unusual desirability to the 
Marmon franchise, which, we feel, 
will meet with hearty approval. 

Financially, the Marmon selling 
organization is sound, and this fact. 
‘coupled with the low condition 
new and used car stocks, places 
Marmon distributors and dealers in 
excellent position to take immediate 
advantage of sales opportunities, 
; both in the existing market and in 


| OF AUBURN FACES 1931 | 


IN STRONGER CONDITION 


By N. E. McDARBY 
Sales Mgr. Auburn Automobile Co. 


On December 1 of 1930 our dealer 
organization was 2 per cent. greater 
in number than on December 1, 
1929. We naturally lost a few deal- 
ers. The majority of them were 
forced out of b usines sin most in- 
stances on account of a combina- 
tion of causes. In 
it was an account of the conditions 
in that particular territory, while 
in a great many instances it was on 
account of bad business methods 
and nnt putting the right effort into 
the business. While we show'only a 
slight gain in total number of deal- 
ers, we have in practically every in- 
stance replaced the dealers lost with | 
stronger organization.s 

I would say that as a whole the 
financial condition of our dealers is 
just about on a par with what it 
was a year ago—some are much bet- 


| ter off and, of course, others are 


| 
| 


of 


levent that a marked revival! of busi- | 


}ness appears. 


| That the Marmon selling organi- | 
| zation is in its present sound con- | 


dition is undoubtedly due 
measure to the timely merchandis- 
ing assistance provided by the fac- 
tory when the need was greatest. 
Since August our distribuiors have 
fought a good battle. but not alone, 
for every sincere and active selling 
effort received full support from the 
factory. Co-operation with dis- 
tributors and dealers has been a 
cardinal point in Marmon’'s policy 
for years and it was observed t« the | 
utmost in 1930. 

The keynote of the Marmon pro- 
gram during the fall months was 
“activity,” which meant going out 
after business with more energy and} 
resourcefulness than ever was dis- 
played in times of greater buying. 
Whether general business 
tions continue at present levels o1 
take an upward spurt, the entire 
industry could follow no more ef- 
fective plan than to push its oper- 
ation with all the energy available. 

The value of annual automobile 
shows is shown in no better man- 
ner than through the fact 
times like these the displays of new, 
appealing and attractive motor cars 
will turn the thoughts of the public 
to buying. For the next three 
months the entire automobile in- 
dustry, from factory executives to 
retail salesmen, should bend every 
|effort toward advantageously pre- 
senting 1931 models and setting in 
motion. the dormant purchasipg 
power of the people. 
/ FRED B. WALKER, INC., NEW 
GRAHAM-PAIGE DISTRIBUTOR 

Minneapolis, Minn., Jan. 5 (UT 
PS) .—Fred B. Walker, Inc., has suc- 
ceeded Graham-Paige Company of 
Minnestota tu distribute Graham 
| Cars and products in this state, the 
| Dakotas, eastern Montana and west- 
ern Wisconsin. Graham-Paige 
| Company was incorporated in Janu- 
ary, 1928, and was a factory branch 
until August when bought by Mr. 
Walker in part. He was manager 
ang: is now president. cand ‘ 


that at} 


in large! 


| 
{ 


i 
t 


' 


condi- | 


| 


not in quite as good a condition as | s 


they were. 


some sections | 


lit is today. The average number | 
of new iars in the hands of our deal- 


ers is one iar and used cars average | 


between three and four, consequent- 
ly olr fellows are in position to take 
advantage of the hpturn in busi- 
ness when it comes. 


We have not found it necessary to | 
take any special steps to help our | 


dealers get back on their feet, be- 
cause the early part of the year we | 
started to impress upon them the | 
necessity of cutting their expenses | 
and overhead wherever possible. We | 
| kept drivin gthis home all during | 
the year, 


| being burdened with excessive over- 
head. Then, too, our policy of no 


commitments had a wonderful ef- | 


| fect. We have for six years told 


| our dealers to watch their trade-ins | 


land used car allowances. We have 
| always said if they couldn’t make a 
| profit on a deal let the customer 
| walk out. 

Frankly, we don't look for 1931 to 
| be a riot, _as far as business is con- 


cerned, but do think those manuv- | 


|facturers who will build a good 
| product and give the public an out- 
standing value will do business. Our 
|fundamental suggestion to our 


and consequently they did | 
not take any losses on account of | 


sells, but the money he has in the 
| bank at the end of the year that 
jreally counts. Here again is the 
| principle of not taking a deal unless 
it is a profitable one. We also im- 
press upon them that when the 
overhead is too high the ultimate 
|result is bound to be the going out 
|of business. 

I sincerely believe there was 
inever a better time to go into the 
| automobile business than right now. 
|The automobile industry is a basic 
one. It is just as much a part of 
the average American's life as their 
home or their clothing. Somebody 
'is going to build them and some- 
body is going to sell them. I think 
the day of loose, wild business meth- 
|O0ds is over. This period has shaken 
loose the unbusinesslike dealers and 
|before many months those dealers 
who still look upo nthe automobile 
business As a game will pass out and 
the industry will settle down to a 
real business. 

I sincerely believe the automobile 
dealer who has the right merchan- 
|dise at the right price and will put 
| intelligent effort behind it and 
| whose factory's policies are right, 

will do a profitable business in 1931, 


A Limited Number of 


Additional Communities 


May Now Obtain the 


CADILLAC-LA-SALLE 
FRANCHISE 


A new manufacturing program which gives 
to Cadillac complete coverage of the fine car 
field combined with a dealer policy dedi- 
cated to assuring a profit for every Cadillac- 
now makes it possible for 
Cadillac to extend its distribution to cover 
a select number of communities previously 
without Cadillac-La Salle representation. 


La Salle outlet- 


This situation —the first of its kind to occur 
in the history of the Cadillac Motor Car 
Company —offers an opportunity for a defi- 


principles. 


investment. 


nite number of enterprising dealers to join 


what is generally admitted to be one of the 
finest dealer bodies in the annals of auto- 


motive merchandising. 


Not all of these newly-available communi- 


ties, of course, will support an exclusive 
Cadillac franchise; but, ineach of them, the 
proper form of the Cadillac-La Salle agree- © 
ment will show a gratifying profit. 


In every community, Cadillac purposes an 
operation which will enable the dealer to 
work in keeping with the soundest business 
Cadillac is interested in only 
those dealerships which can be made to 
show profit commensurate with the dealer's 


The list of these newly-available outlets is 
now complete, and reveals, at a glance, 


whether there is an opening in any given 


community. 


CADILLAC MOTOR CAR COMPANY 


DETROIT, MICHIGAN 


Division of General Motors 


e 


OSHAWA, 


CANADA 
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Diamond T Gets Sales on Strict One-Price Basis 
New Federal Knock- -Down m Bodies _ 


Bush Attributes ous. 
cess in. 1930 to 
Elimination of 
Flexible Listings; 
Second in Chicago 
Registrations 


HICAGO, Jan. 5.—Selling 
commercial cars on a 
strictly one-price basis with 
the complete elimination of 
flexible list prices is given by 
E. J. Bush, vice-president in 
charge of sales for the Dia- 
mond-T Motor Company as 
the secret of its success dur- 
ing the past year, particularly 
in the Chicago district. 

In November the registrations of 
this line in Chicago were second 
only to Ford. Its average place in 
the ladder of sales during the year 
has been’ third or fourth position. 
The presence of the Diamond T fac- 
tory in Chicago may or may not be 
an advantage in aiding local sales, 
Mr. Bush admits, but he is more in- 
clined to attribute this success to 
the cardinal principles worked out 
by C. A. Tilt, president, and him- 
self, and applied by the retail sales- 
men of the Diamond T company. 


These principles were inaugurated , 


Lycoming Sees 35% Gain 


some three years ago; they consist 
of one price listing for trucks, tak- 
ing in used trucks at a fair figure 
with all customers getting the same 
treatment through a sane rating of 
carrying capacity. 
ciple was to completely 


And in this the company has been | 

100 per cent. successful, 

Bush. 
“Just 


the other day, while over at 


The next prin-| 
sell the} 
salesmen on this plan of operation. | 
says Mr.) 





Pg OTR EE Oy 


FEDERAL knock-down screen side body. 


A NE I oy 


SO ee ETE 


The body division of the Federal, that they can be shipped either, with either a tail gate or rear doors; 


Motor 
Mich., 
light weight truck bodies. 


Truck Company, 


| 


| at 
Advantageous features of the new | available 


Detroit, | mounted on the chassis or knocked 
announces a series of new | down into parts for quick assembly 


Bodies are! 
styles—panel, 


their destination, 
in three 


bodies include their light weight yet | screen sides and flare board express, 
The panel style body is furnished | Sides, front and rear doors, tail gate. 


sturdy construction, and the fact | 


In Sales During 1931 


ILLIAMSPORT, PA. 


Jan. 5.—Based on the| 


;1931. Boat manufacturers usually 
do not require boat shipments until 
spring. The Horace E. Dodge Boat 


our Chicago branch, I asked the opening of new markets and/| and Plane Corporation of Detroit to 


salesmen how they liked our mer- 
chandising policy and whether any 
of them would care to go back to 
the method that used to prevail and | 
still obtains in many quarters,” said 
Mr. Bush. “They expressed them- 
selves enthusiastically in favor of 
the plan. 

“Of course, salesmen must under- 
stand the merits of any plan, they 
must be thoroughly in favor of it 
and they must generate their sin- 
cerity and belief among prospects. 
If the plan is right, good results are 
sure to follow and will be con- 
tinuous. I want here to give all due 
credit to the intelligent, aggressive 
activities of our Chicago branch, and 
that goes as well for our forces at 
other points where we have distri- 
bution. 

“Everybody in the motor truck in- 
dustry will be better off when we 
eliminate flexible list prices and 
horse-trading methods of selling. 


The first requisite is to make the} 
truck as low as} 


price of the new 
possible and to maintain it regard- 
less of who the buyer may be. Cou- 
pled with this is the matter of fair 
discounts to dealers. 

“In voting to continue our plan, 
the Chicago salesman explained 
that it has the confidence of buyers. 


We must meet today’s conditions 


with modern merchandising meth-| ™. . ; 
nificance is that carload shipments 


ods. We must give buyers credit for 
being intelligent business men. 
“Another advantage of this plan 
is that it gives every salesman a 
chance. That, I believe, is one big 
reason why our salesmen like it and 
get such good results. They feel it 
it Ils an encouragement to them. I 
can conceive of so-called super- 
salesmen who may get by through 
using so-called shrewd methods of 
selling, involving several prices, 
horse-trading and other tricks. But 
even such a salesman can’t secure 
results permanently, as a rule. He 
may in the end hurt his 
more than he helps it. 
salesmen personality, inclined to- 
ward hard, intelligent work, prop- 
erly applied, rather than trickiness.” 


We want 


1 


Cc. S. GLOCK, INC., FORMED 


AT WEST PALM BEACH | 


West Palm Be 
A new automobile 
Glock, Inc., has been chartered here 
with a capital stock of $1,000, 
divided into ten shares of $100 par 
value. The board of directors is 
composed of C. S. Block, M. K. 
Glock and J. K. Holland, 


sach, Fla., Jan. 5.- 
dealership, C. S. 


new sales fields during 1930, | 


| date has been our largest consumer 
| of Lycoming marine engines, and 


the screen side with either a full 


or a half screen; and the express | 


style with or without a top. When 
knocked down for shipment, each 
body consists of six separtely con- 
structed parts—the roof, floor, two 


| SAFETY RESPONSIBILITY 
LAW WILL BE PROPOSED 


STATE OF WASHINGTON 


Olympia, Wash., Jan. 
January 12, the date for the con- 
vening of the 1931 session of the 
state Legislature, nearly at hand, 
additional measures affecting the 
| automotive industry in general and 


the Lycoming Manufacturing | will again equip its boats with our | automotive operators in particular 


Company is looking forward 
‘to a 35 per cent. increase in 
| sales in 1931, according to W. 
H, Beal, president and gen- 


eral manager. 


During the past year the company 
has diversified its products to sup- 
ply engines to both the marine and 
aviation industries in addition to 


| “Eight-in-line” 
|} power, which has been thoroughly 


engines. 

“Considerable attention has been 
given by Lycoming in the last year 
to the development and engineering 
of truck and bus engines, and as a 
result we have developed a new 
engine of 130 horse 


| tested in service by leading manu- | 


| facturers. 


its wide market in the automotive | 


field. Foreign markets, hitherto 
untouched, have been opened and 
the company is now making ship- 
ments to the greater part of the 
world. 

“In 1930 Lycoming entered the 
aviation and marine fields,” Beal 
said. “Our 210 horse power air- 
craft engine has made an enviable 
record since it was introduced early 


increasing. Already it is being used 
on several transport passenger lines, 
which is the crucial test of any air- 
craft engine. 

“In the marine field at least eight 
boat manufacturers will use our en- 
gines in 1931, and in this field we 
anticipate considerable increase over 
the 1930 output. Of unusual sig- 


of these engines have already been 
forwarded to the Mullins Manufac- 
turing Corporation, which 


company | 


| 


astic response with which this motor | 
has been received by the trade 
preparations have been made to 
produce it in large quantities and 
several factory improvements have 
been made to permit economical 
manufacturing of this unit. 

“We have designed a new four- 


Because of the enthusi- | 


are receiving consideration of state 
legislators. 


A bill requiring all automohiles | 
brush, | 


traveling through forest, 
grazing or grain areas to be 
equipped with ash containers will 


be introduced by Senator E. Tat-/| 


man. His measure will be in the 
form of an amendment to the mo- 
tor vehicle act and will supplement 
the present act, which forbids the 
tossing of burning materials from 
public conveyances. 

Officials of the Automobile Club 
of Washington have announced a 
legislative program supplemental to | 
the flat fee of $3 for the licensing 


| of private automobiles, with a 1-cent | 


cylinder engine for harvester com- | 
|bines which was used extensively in 


1930 by the John Deere Harvesier ! 
Company. The John Deere Com- 


in the year, and its sales are rapidly | PA?Y has been So satisfied with the 
| performance of these engines that 


they have again been adopted for 


| the company’s 1931 equipment, and 


has Sandlie, 
| Planned an elaborte program for Studebaker distributor here. 


a substantial initial order has been 
placed with us for early delivery. If 
the anticipated farm relief program 
materializes, this order will be 
greatly augmented.” 


STUDEBAKER DISTRIBUTOR 
NAMED AT GRAND FORKS | 


Grand Forks, N. D., Jan. 5.—J. E. 
Inc., has been named 


| responsiblty” 


increase in gasoline tax. 

This program includes issuance of | 
| plates by the county auditor or some 
other bonded agency at the time the | 
applicatoin for the license is filed! 
At present, applications are received | 
by the county auditor and for- 


warded to the state license depart- | 


ment at Olympia, where the license | 
and plates are issued. 

The club also favors doubling the | 
state highway patrol force; com- 
| mandeering of automobiles by high- 
way patrolmen or police to be au- 


thorized, with provision for the pro- | 


tection of the vehicle owner in case 
of accident; an operators’ license | 
law, requiring examination of driv- | 
ers involved in accidents; a “safety | 
law, 





Willys Six, Commercial Unit 


5.—With | 


a 


SHARE OF MAINT ENANCE 
BUSINESS DUE DEALERS, 
D. 0. WILSON ASSERTS 


(Continued from Page 12) 


the car owner and facilitates serv- 
ice selling. The Studebaker service 
| (flat rate, piece rate) system, prop- 
jerly operated under the guidance 
of our retail management depart- 
ment, could almost be considered 
as a guarantee of satisfactory and 
profitable service sales. 

Complete and immediately avail- 
able stocks of Studebaker replace- 
ment parts and accessories are an« 
other source of after-market profit 
to Studebaker distributors and deal-« 
ers. Our parts department, under 
the direction of a E. C. Mender, 
is organized to render-an unusually 
efficient parts and accessory service,, 
supported by an extensive program 
of merchandising assistance. 

Service station layout assistance 
and the sale of service on a depart« 
mental basis are also points includ<- 
ed in our program of which many 
dealers are taking advantage at this 
time. A planning department, 
maintained for this particular ser- 
vice, greatly facilitates the work be- 
ing performed along these lines. 

The Studebaker preventive service 
plan offers the Studebaker distribu- 
— |tor or dealer a very completes pro- 
|gram. The plan is based on regular 
inspection and lubrication, offered 
the owner at an unusually attrac- 
tive price. Under this plan (1) the 
owner is relieved of worry concern- 
ing the maintenance of his car; (2) 
the owner is assured of a minimum 
depreciation through a proper lubri- 
cation; (3) the owner is enabled to 
have minor replacements and re- 
| pairs performed before they can de- 
velop into items of a more serious 
nature, and (4) the plan provides 
for a continuous and profitable serv- 
ice contact with the owner from 
the purchase of one car to the next, 

In addition to the above special 
service helps, we are completing ar- 
rangements for two entirely new 
| items, which are to be offered our 
dealers within the next few weeks. 

The first is a special plan for se- 
curing and handling lubrication 
work profitably, and using it for the 
| development of additional new car 
| sales. The plan to be announced in 
a booklet, “Lubricating Studebaker 
| Cars,” includes a routine and equip- 

| ment that will permit our dealers to 
| compete on an even basis, or better, 

for the available car lubricating 
business. The equipment, which 
includes a hydraulic hoist, pressure 
| guns, etc., is grouped to meet the 
| requirements of the small city 
| dealer as well as those of the larger 
distributor. It is not only offered 
| at @ special price, well within the 

dealers’ reach, but it is also im- 
| portant to note that the dealer is 

offered assistance in its purchase 
where required. 

The equipment is supplemented 
by asound dealer merchandising and 
| advertising program. And consid- 
| ered in its entirety, the plan offers 
| the dealer a means of increasing a 
service contact which he has been 
losing because of the improved cars 
and consequent reduction in repair 
| requirements and the increased 
| lubricating and special service in- 
| dependent station competition. I¢ 

is, of course, evident that any in- 

crease in the number of service con- 
tacts with owners will not only build 
| up service profits, but will also in- 
|crease new car sales opportunities. 

The second special help, which [ 
feel free to mention at this time, 
includes a special] training course 
for our dealers’ service personnel. 

Arrangements are being completed 

with a well-known school, which 

will make available special Stude- 
baker extension or home training 
courses in service work at a fraction 
of the usual cost for courses of this 
kind. The courses are being. pre- 
pared under the direction of Stude- 
baker men who are both experi- 
enced and practical, While these 
courses are arranged particularly 
for Studebaker work, it is intended 

that they shall give the student a 

sound training, covering all types 

and makes of cars. This, of course, 
protects the investment of the 
dealer and his employees. 


| 
} 
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Motor Executives Predict 


FACTORY HANDLES 


Business Gains for 1931) WESTERN DEALER 


(Continued from Page 10) 


raise, if only a feeble, cheer, we 
Shall find we are not so beaten 
down that we have lost our nerve 
and sense of proportion. 
that the automotive industry 


Says the Present 


has 


passed through the abyss and that | 
| 1931 will see a healthy return to 1 
fair business basis. Stand up and 


gets ahead of you! 


Lull Is 


Largely of Seasonal Nature 


By STANTON PALMER 
President Snap-On Tools, Inc. 


AM sincerely an optimist on the | 
I believe that | 


outlook for 1931. 
the worst of this depression is be- 


hind us and that the present lull | 


is largely seasonal. I see every rea- 
son to feel that shortly after the 
turn of the year the business trend 
will be upward in practically all 


{major lines, 
| kindred industries particularly. 
I do not mean that I expect to 
throw the covers off some morning 
and find the winter of our depres- 
sion made glorious summer by the 
| sun of a new prosperity. We have 
been sliding down. Now we have 
;}some climbing to do. But I do 
| earnestly believe that the prospect 
| will grow fairer with each step of | 
the grade. 


Economic Fear Is Passing, 


Says Marmon President 


By G. M. WILLIAMS 
President Marmon Motor Company 


(CERTAIN unmistakable indices 

lead me to believe that we are 
approaching the end of the worst 
period through which the automo- 
bile industry has ever passed. Fac- 
tory inventories are generally ex- 


tremely low and cars in the hands | 


of dealers are substantially below 
seasonal averages. Production plans 


of the manufacturers so far as they 
are known seem to be based on a 
| very conservative scale, with no 
consequent possibility of overpro- 
tion in 1931. 

The buying public are rapidly | 
losing that sense of economic fear 
which has been reflected in the | 
trade during the past vear, with the 
result that we are already beginning 
to feel the effect of replacement | 
sales. 





the automobile and |= 


SERVICE LARGELY 


(Continued from Page 11) 


I believe | get started before the other fellow | zoreee up, either to the dealer in 


the field or the individual owner. 
Now, however, the factory man con- 
tacts every dealer in his territory, 
and gives him the benefit of per- 
sonal supervision and advice on his 
service problems. This educational 
| program is working very successful- 
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| 


| Owners the utmost in service. 


| largely upon factory supervision is 
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ly, and is raising the caliber of the | and slow, but that it is going on all 
dealer, in an endeavor to give the | the time. 


Another company which ih as OLDS NAMES J. J. YOUNG 

MANAGER AT MINNEAPOLIS 
the Franklin distributor, Terry| Minneapolis, Minn., Jan.5 (UTPS). 
Miller, Inc., and it is Mr. Miller’s| —J. J. Young is new zone manager 
belief that this plan is working very | |here for the Olds Motor Works, 
satisfactorily and improving dealer | succeeding G. M. Craig, resigned. 
relationships. Factory bulletins are| Mr. Young has been zone manager 
sent to the distributor and are imme- | in Chicago and was transferred. D. 
diately sent out to the dealers.| W. Vanderhoef succeeds E. M. 
These are designed to care for any | Lundstrom, transferred to Seattle, 
and all problems, although if a/as assistant manager of the Twin 
dealer is inadequately equipped it is | Cities plant in St. Paul of the Ford 
the policy to send his work to| Motor Company. 


Denver headquarters — 
Mr. Miller explains that expansion | CLASSIFIED ADV ERTISEMENTS 


of dealerships in a car of the| IN THE AUTOMOTIVE DAILY 
Franklin type is necessarily limited NEWS BRING RESULTS 


of 


Consistent Dividends. 


Automotive dealers should consider the fact that for 19 consecutive 


years, including 1930, Federal Motor Truck Company has paid 


good dividends. a a” rm) a” a a a 


Parts Industry Will Benefit | 
Decidedly During Coming Year 


Business depressions have come and gone but Federal has shown 


consistent profits. a” a a aA a” a” ~ 





By H. L. HORNING 
President Waukesha Motor Co. 
S a whole this year will, un- 

doubtedly, be a more cheerful 


year than 1930. I heard of a man | 


whose main cause of gratefulness on 
Thanksgiving was the closing of the 
year 1930. I think this represents 
the sentiments of the industry. The 
industry is passing through the bot- 
tom of the depression now. It ap- 
pears safe to fee] that 1931 will show 


an improvement of 5 per cent. either 


General Business Is Just | 


way from 15 per cent. increase over 
1930. This is in the sale of new cars 
and trucks. 

Of course, companies will differ 
widely in their progress for 1931, 
the parts industry will benefit de- 
cidedly from the improved business 
No company or division of the in- 
dustry will come through 1931 with- 
out exhausting efforts. The spring 
of 1931 will be encouraging. the fall 
still brighter, and 1932 will be a very 
fine year. 


Beginning to Recover 


By F. C. BAHR 
President Arrow Head Steel Prod- 
ucts Company. 
GENERAL business is beginning to 
recover. We have been through 
much stress and worry, poor busi- 
ness and declining profits, but we 
can now be much more cheerful and 
observe 1931 with a happy mein. 
Our country is sound, and every one 
of us must be loyal and constant— 
rich and poor alike. 

Comparing car and truck regis- 
trations for 1929 and 1930, it is ob- 
vious that the automotive business 
must have growth in 1931. Wear 
and tear alone will open many mar- 
kets for new. vehicles, and those 
built in the last three years must 
be increasingly serviced—and the 
shelves are rather bare. 

While the outlook is highly en- 
couraging to any business operat- 


Return to Normal Now | 
Will Be Slow, but Sur e 


W. AVERY 


By C. 
Corporation 


President the Murray 
E look for a decided improve- 
ment in business during 1931. 


While consumption in general has 
been below normal, 
been below consumption, resulting 
in heavy depletion of merchandise 
stocks. In my opinion, _the first 


ee 


GOODRICH NAMES O'CONNOR 
TIRE DIVISION SALES HEAD 


Akron, O., Jan. 5.—An announce- 
ment by T. G. Graham, first vice- 
president of the B. F. Goodrich | 
Company, reveals that C. B. O’Con- | 
nor, 


is 


production has! 


| Inec.—the retail division of the com- 


vice-president and general | 
Manager of Goodrich Silvertown, 


ing on sound economic principles 
we must not overlook the fact that 
| widespread unemployment in 1930 
has had evi] effects which will re- 
tard rapid recovery. But buying 
power will increase and _ spring 
should find more certain opening 
up in all lines. Consistent progress 
is just ahead. 

Prices in some lines are too lew; 
in others not yet quite shaken down, 
but the process of inevitable adjus*- 
ment is by now almost conclusive. 
The efficiency of the individual 
worker from the  wheelbarrow- 
pusher to the pen-pusher,. as well 
as the chap qualified for construc- 
tive thinking, has greatly increased 
Industry, carefully managed, can 
favorably adjust itself to the new 
levels, aided by the technica) re- 
search which has been steadily @0- 
ing forward. 


- step toward improved business will 
| be the inevitable increase of pro- 
| duction to equal consumption. The 
second step will be the replacement 
| of normal merchandise _ stocks. 
Greater employment and greater 
buying power will result. 

| The return to normal 
gradual but sure, and 
steps are imminent. 


be 
first 


will 
the 


pany—has been appointed general 
sales manager of the Goodrich tire 
division and will be succeeded by 
| J. P. Woodlock, whe has been as- 
sistant manager in the Silvertown 
branch. | 





Federal has been successful because its dealers have been successful 
—because Federal has operated on the principle that-its dealers 
shall make money. It is a significant fact that there are a number 
of Federal dealers who have been with this company since its 


beginning. 


a “a a a — ar a) m— 


Federal offers an exceptional opportunity in 1931 to the com- 
mercial car dealer who seeks to increase his profits and to the 
passenger car dealer who would stabilize his business and expand 


his sales possibilities by also selling commercial cars. 


a wo. 


The truck replacements which were needed but denied in 1930 
must of necessity be made in 1931 and the normal truck market 


shows a constant and healthy growth. 


a a —a — 


To match this opportunity Federal offers a good product and a 
good name—a complete line of trucks covering every price range 
and every market need (Worm and Bevel drive—four and six 
wheel models—1 to 8 ton capacities—priced from $830 up)— 
unusual merchandising assistance—and advertising and factory 


sales support concentrated locally. 
of the Federal franchise. 


These are a few of the features 


a — a aA a a 


Let us demonstrate to you that it is good business to depend on 


Federal. 


also to Federal headquarters at the Commodore Hotel. 


so much that we would like to explain to you. 


Visit the Federal exhibit at the New York Show. 


Come 
There is 
If you are unable to 


come to New York write us and we will gladly arrange a meeting 


with you at your convenience. 


FEDERAL 
FEDERAL 


5786 


a 4) a a) —_ 


COMPANY 


MICHIGAN 


TRUCK 


DETROIT, 


MOTOR 
AVENUE 


TRUCKS CABS 4~»> BODIES 
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No Companionate Marriage! 


Capital has at last gotten itself definitely married 
to wage-earning America. 


It is no longer a trial marriage. That period is 
past. And it certainly isn’t a companionate mar- 
riage. Because a child named Prosperity has 
already been born. And while that child and its 
fond parents may be, for the moment, under clini- 
cal observation, they are fully expected to recover 
and flourish heartily. 


But the point is the marriage itself. That mar- 
riage has been definitely consummated, for 
better or for worse. 


Now let us see how far the metaphor can go. 


First, we know that it was capital that proposed 
and labor that accepted. We know this definitely, 
because labor was very shy during the courtship. 
A rather excited and flustered girl was being 
wooed by a man in a top-hat. 


Next, we know that the marriage was a happy 
one. There have been no quarrels of any impor- 
tance since it occurred. No major strikes nor 
lockouts. And that is tremendously important. 


We also know that it offered a happy solution 
to the economic problems of both. Capital has 
been interested in the marriage, has maintained 
the home, and has been deeply concerned when 
its helpmate was under the weather. 


Finally, we have both parents entirely wrapped 
up in theinterests of their child, called Prosperity. 


That is enough of the metaphor. It goes very 
far. It could g0 much farther without straining it. 
But the facts in themselves are interesting enough 
without the imagery. 


And the fact is that this world of ours has 
definitely started on a new economic era which, 
beginning here in America, will ultimately en- 
compass the globe. 


Those who have the vision to see this will be the 
Ones to leave the next great fortunes to their heirs. 


This new era which is just now at its beginning 
is the second great movement in the modern eco- 
nomic set-up of the world. The first came a hun- 
dred and fifty years ago with the advent of steam 
and the concentration of manufacture. It auto- 
matically threw capital and labor into different 
camps. And for a hundred and fifty years they 
fought each other with all the weapons at their 
command. 


This second era was ushered in by an entirely 
new group of basic factors which has drawn 
capital and labor together just as definitely as 
the first era had thrown them apart. 


Those factors we all now know. They are 
bracketed in phrases used so glibly that we cease 
to be impressed by the depth of their signifi- 
cance. Such phrasesas “mass production,’ ‘‘auto- 
matic line production,” “high speed machinery,” 
‘low-priced commodity.” 


They have definitely changed the whole pic- 
ture of America, just as they will ultimately 
change the whole picture of the world. 


And interestingly enough, these new factors go 
together. 


“Low-priced commodities” merely mean that 
everybody can have them. But “automatic line 
production” means that everybody must have 
them. So it becomes not merely a desire at the 
bottom but a pressure at the top. 


And if anybody thinks that this new miracle 
of mass production, which was started in 
America, is going to stop at our borders, he is 
simply out of his mind. Neither national bound- 
aries nor tariffs nor wars will ultimately keep the 
humblest peasant in the heart of the Balkans from 
sitting beside his radio, or clothing his family in 
modern garb, or taking them riding in his auto- 
mobile. Capital will ultimately arrange an ade- 
quate method of earning for him in order that his 
capacity for spending may provide another outlet 
for this giant Mass Production at the other end. 


And that which may be a dream in the future 
to the Balkan peasant has already become the 
most real of realities in America today. Economic 
America has no other problem than that of get- 
ting enough of its commodities into the hands 
of the masses of wage-earning America in order 
to keep the wheels of its mass production turn- 
ing at the other end. 


Here in wage-earning America is where your 
mass consumption has to come from, more and 
more, until it reaches the very point of saturation. 
Here is where ninety percent of your effort must 
be directed from now on. Here is where your 
advertising dollar will go farther than it has ever 
gone before. 


You are very fortunate (and we say this modestly) 
in having in True Story Magazine a publication 
that gives you direct contact with millions of 
wage-earning America and offers the penetration 
point of millions upon millions more. 


Don’t worry about temporary set-backs. The 
marriage of capital and labor, of your mass pro- 
duction and your wage-earning mass outlet, has 
been definitely consummated. The issue is— 
Prosperity. And the child will live. 





————EEEE———— . . 


Dealers Get Sales With Selective Direct-Mail 


Cullen-Thompson and! 


Larson-Nash of Den- 
ver Overcome Resist- 
ance in Simple but 
Effective Way; Plan 
Succeeds When Many 
Others Fail. 


ACING a year in which 
Denver has been deluged 
with trick sales of every de- 
scription, each of which was 
designed to catch the eye of 
the buyer, two Denver deal- 
ers have hit upon plans, es- 
sentially the same in princi- 
ple, which have brought in 
tangible results, 

With extremely few exceptions, 
every novelty selling plan which has 
been tried by various dealers in this 
city has met with practically no 
response from the buyers. Auction 
sales, even though held by reput- 
able, established firms, have had no 
success. Different dealers declare 
that annual sales, which have been 
featured for many years, and which 
have always in the past been suc- 
cessful, have met with flat failure. 

Newspaper advertising of all types 
has been tried more this year than 
ever before, yet the response here 


has been exactly the same. The, 


buyers simply stayed away from the 
salesrooms. 


The firms which finally hit upon | 
effective plans, the Cullen-Thomp- | 


son Motor Company, Chrysler deal- 
er, and the Larson-Nash Motors 
Company, met with exactly the 
game kind of reception and spent 
most of the year trying to figure out 
some means to combat this kind of 
sales resistance. 

The plans are quite similar, and 
both take advantage of the use of 
direct mail advertising. Both are 
unusual only in the fact that they 
have both succeeded where every- 
thing else had met with quick and 
sure failure. 

W. J. Thompson of the Cullen- 
Thompson company, describes the 
plan as follows, and prefaces his re- 
marks by explaining that this idea 


of direct mail had never before been | 


used by the firm. 

In the first place a mailing list 
was drawn up, composed of all of 
the Chrysler owners in the city. 
This was obtained, partly from 
registration lists, but chiefly from 


the eompany’s own files. This list | 


at present comprises 1,586 names, 
all of them carefully selected, and 
all representing those potentially in 
the market for new cars or service 
for the old ones. 

The idea was to send out direct 
mail matter to the entire mailing 
list at least once every thirty days, 


offering some kind of service, or | 


calling attention to bargains which 
might be secured at the Cullen- 
Thompson Motor Company. 

There was nothing new or radical 
in this plan, but the secret lies in 
the fact that the mailing list was 
the best possible for the purpose, 
and the company really had some- 
thing to sell. 

Whenever any special mer- 
chandising idea is planned, direct 
mail is sent out as often as the oc- 
casion warrants. It is flexible, and 
capable of many variations, because 
the mailing list may be used in 
whole or in part. 

Hand in hand with this plan, ac- 


cording to Mr. Thompson, goes the | 


idea of calling car owners by tele- 
phone, and reminding them of some 
phase of service which is being of- 
fered. 

This firm is now using this simple 
idea more than ever before, en- 
deavoring to keep in as close a 
touch as possible with its owner 
list, and putting over the idea that 
they are really missing something 
unless they pay a visit to Chrysler 
headquarters. 

Instead of irritating the customer 
so that he resolves never to do busi- 
ness with the firm, Mr. Thompson 
has found that his customers ap- 
preciate being reminded, when it is 
done in a tactful manner. 

The firm has managed to sell both 
Rew and used cars by this plan, 
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New ‘Hudson Coupe 


and is enjoying a substantial in- | 
crease in service business. 

The plan devised by the Larson- 
Nash Company involves largely the 
same idea, but is designed chiefly to 
appeal to buyers of used cars. 

This company first took stock of | 
some of its higher priced used cars, 
and decided that the only way to 
make money was to get them off 
their hands, The cars were selected, 
and an owner list was made up from 
registration figures in the state-| 
house. 

All owners who might possibly be 
interested in purchasing a good! 
| used car of the same make were | 
| listed. A photograph was taken of 
jthe car and personal letters were 
| written to these owners, with the 
| photograph attached. 
| ‘The letter simply called attention 
to the fact that the owner was then 

driving a car of that make and 
might be interested in looking over 
another car of the same make 
which was in exceptionally good 
condition, and might be had at a 
price far below that of the car when 
new. 


| 
‘PORTLAND A. T. A. PLANS 
CAMPAIGN TO AID MEN 
WHO ARE UNEMPLOYED | 


Portland, Ore., Jan. 5.—The Port- 
land Automotive Trades Association 
lis carrying on an extensive publicity 
land advertising program to get jobs 
‘for men out of work. About 2,000 
men formerly employed as mechan- 
|ics and in various automotive trades 
are said to be unemployed in this 
city. 

“Care Will Save Your Car—Re- 
pair It Now” is the slogan around 
which the campaign is built, It is 
hoped it will encourage greater win- 
'ter repair volume so mechanics and 
other employees will be protected. 
Car owners are reminded that neg- 
|lect to have automobles serviced 
|May mean greater cost later. 

The campaign to relieve unem- 
ployment and secure more work for 
| shops has been started under H. W. 
| Drake, new association president. 
He has just appointed his commit- 
'tee which is as follows: 
Finance—Vice-president K. P. 
| Custin, in charge; C. A. Bankhead, 
|F. H. Hildebrand, H. F. Markworth, | 
Martin Hansen. Attendance and | 
Reception — Vice-president Henry | 
| Yost in charge: O. C. Potter, H. A. 
Pallady, Guy Spencer. Advertising 
—A. E. Gunderson, W. A. Gill, R. | 
W. Lee, F. J. Howett, M. T. Clark. | 
Membership—Vice-president Joseph | 
| Vana in charge; Jack Layley. Auto- | 
motive News—George L. Sammis, | 
John M. Bates, K. P, Gustin, W. A. | 
Gill, E. R. Wiggins, Fred Dundee, 
C. A. Bankhead. Entertainment— 
Henry Pearson. Legislative—James 
H. Cassell. 


PAULL MOTORS HOST 
TO DODGE DEALERS 
Dubuque, Ia., Jan. 5.—Paull Mo- 
| tors, Inc., Dodge dealer, was host 
to dealers of five counties in Iowa, 
| Wisconsin and Illinois, at its sales 
| rooms, 6th and Iowa Streets. They 
| gathered for a demonstration of the 
new automobile and truck lines 
throughout, the day, with a dinner 
bringing the event to a close, 





LABOR OFFICIAL ASSERTS 
MOTOR CAR NOT LUXURY 


Washington, Jan. 5.—Declaring 
|} the motor vehicle today is not a 
luxury for the working classes, but 
in reality an essential part of the 
equipment being used in earning 
livelihood, Matthew Woll, vice-presi- 
dent of the American Federation of 
Labor, urges the various states and 
citieS of the country to give greater 
co-operation to the National Con- 
ference on Street and Highway 
Safety in adopting remedial traffic 
measures. 

He pointed out that the moderate 
price car and good roads have done 
much to stabilize the opportunity 
for employment, reducing loss and 
waste incident to work. 

“With 25,000,000 motor vehicles in 
operation,” Mr. Woll said, “it is evi- 
dent that the majority of them are 
owned by persons of moderate 
means.” 


The most striking 


feature of the 


Auto 


Nearly HALF the cars 


SHOW 


on display are featuring 


INSPECT THESE CARS 
AT THE SHOW 


Many of the motor cars on 
display at the Show carry 
Libbey-Owens-Ford Safety 
Glass as standard equip- 
ment. Inspect these cars 
and note the unusually 
high quality of their glass 
equipment. Among those 
fally or partially equipped 
with Libbey -Owens. Ford 
Safety Glass are: Packard, 
Graham, Studebaker, Reo, 
Franklin, Willys, and Cus- 
tom Body creations by 
Dietrich and LeBaron. 


BOOTH C-17-18 


NEW. YORK AUTOMOBILE SHOW 


SAFETY GLASS 


7. year’s Automobile Show differs 
f 


rom previous shows in this vital 


point—nearly half the manufacturers 
exhibiting cars are offering something 
in addition to style, beauty, and per- 
formance. They are offering the vital 
protection of Safety Glass—the great- 
est contribution to motoring safety 


since four-wheel brakes. 


When you visit the Show, make it a 
point to get the facts on Libbey-Owens. 
Ford Safety Glass. This new glass is 
making motoring far safer than it has 
ever been before, for it frees motoring 
of its greatest peril—broken, flying 
glass, with its all too frequent toll of 
injury, disfigurement, or even worse. 
You will find cars in every price range 
offering you the protection of Libbey- 
Owens-Fo:d Safety Glass. Make sure 
the car you buy offers this vital pro- 
tection. You owe it to yourself and to 


your family. 

LIBBEY: OWENS - FORD 
SAFETY GLASS EXHIBIT AND DEMONSTRATION 
This exhibit offers you an unusual opportunity 


to see why Safety Glass is safer for your motor 
car. Libbey-Owens-Ford invites your inspection. 


GRAND CENTRAL PALACE 
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Sunday Opening of Show 
Seen Permanent Feature 


(Continued from Page 1) 


they 


as 
continue 


attention, 
and will 


course, winning 
have in the past 
to in the future 

The motoring public is in a shop- 
ping mood and spot sales are likely 
to be fewer. The buyer will not be 
rushed He is carefully weighing 
the dollar value of each car, one 
against the other. The 1931 buyer, 
it appears, is the type of buyer who 
wants to look under the hood, and 
would like to climb under the car. 
But another feature brought out at 
the show is that there seems to be 
any number of this type buyer wait- 
ing only to be shown. 

Free wheeling is, perhaps, attract- 
ing more attention this year than 
any single innovation. This 
be due to the fact that it is making 
its first show appearance. The ex- 
hibits of Studebaker, Pierce-Arrow, 
Hupmobile, Lincoln and Auburn are 
winning heavy attendance due to 
this feature alone. And show sales- 
men are taking advantage of this 
interest to point out the other de- 
sirable features of their line. 

The Auburn free wheeling unit 
differs from the others in that the 
shift from free-wheeling drive to 
conventional drive is controlled 
through a short gear lever situated 
just in rear of the main gear shift 
lever, rather than through a but- 
ton at the top of the shift lever. In 
addition this company has combined 
the features of free wheeling with 
a silent helical gear syncro-mesh 
transmission which permits shift- 
ing between second and third gears 
without declutching, even when the 
free-wheeling unit is not in opera- 
tion. The new 9me construction 
used, in which the conventional 
cross-members have been super- 
seded by an X-webb member is also 
winning widc approval. Auburn de- 
clares that it is-receiving more fa- 
vorable response than ever before 
in its history. 

Roy Peed of De Soto has made a 
3mart move to attract attention to 
his line through the appearance of 
a number of race track headliners 
who hold the interest of the crowd 
with thrilling stories of races and 
racing men 

Oakland with its new syncro- 
mesh transmission and the larger 
Pontiac is winning a big hand from 
the buyers who are carefully check- 
ing old man dollar value. This also 
applies to the new and entirely re- 
vamped line being offered by the 
Willys-Overiand Company. The new 
Willys line for 1931 unquestionably 
represents the greatest advance this 
company has made in design and 
construction for many years, and is 
a big contribution to the lower 
priced field 

Chevrolet has rounded out its line 
with four new body types mounted 
on the new 1931 chassi; announced 
in November These bodies offer 
entirely new types in the low priced 
field, a fact which show visitors 
have been quick to sense. Again it 
is newness that winning atten- 
tion 

This theory is also proved in the 
attention given to the new Chrysler 
Six with its new engine and radi- 
cally new bodies. And the new 
Oldsmobile with its new syncro- 
mesh transmission and down draft 
carburetion and some thirty-eight 
other improvements. 

The Cord front-drive speedster is 
attracting much attention to the 
Cord exhibit and it is claimed that 
actual orders booked for this line 
since show opened Saturday 
have been considerably heavier than 
was expected. 

Buick and Nash have been doing 
very well. The new Buicks this 
year represent the first entrance of 
this veteran company into the eight- 
cylinder field, and while these 
models have been on display at 
dealers since their announcement in 
July, the show visitors are keenly 
interested in seeing the eight- 
cylinder engine as Buick builds it 
Other features which are attracting 
- interest at this exhibit are the new 
oil temperature control device and 
the syncro-mesh transmission. 

None of the interest seems to have 
gone out of the new Nash models, 
even though they have been on dis- 
play at dealer show rooms since 
October. These new eights with 


is 


the 


may | 


the novel feature of twin-ignition 
and improved constant-mesh safety 
transmissions are winning wide at- 
tention at the show. 

[Twelve and sixteen cylinder lines 
offered by Cadillac and the brand 
new sixteen by Marmon, represent 
complete departures from the so- 
called conventional which few show 
visitors would willingly miss. And 
the attention attracted by these 
units is proving beneficial to the 
exhibits as a whole, which, in the 
case of Cadillac, includes the La 
Salle, and in Marmon’s case the 
new eight-cylinder models 
are on display 

In the bantam car field the 
Austin is winning a good deal of at- 
tention, and the fact that this car 
has been placed side by side with 
the new Mathis at the show is 
helping to arouse still further in- 
terest in the type of car. The new 
Austin roadster is a neat, compact 
little job, and the coupe is being 
shown in a new line of color com- 
binations which set it off consider- 
ably. 

And speaking of colors, there 
seems to be a tendency this year 
more toward subdued hues, not 
somber, but far from the gaudy cars 


that graced the shows a few years) 


Color combinations have been 
more con- 


ago. 
modified to bring out 
servative effects. 

Streamlining has been seriously 
studied in the design of the 1931 
cars and in ‘this connection as 
much attention has been paid to 
the details of the rear of the car as 
the front. The roofs are uniformly 
lower. Centers of gravity in almost 
ail cars have been kvought closer to 
the road, and silence in operation 
has been brought to a point where 
the 1931 car of almost any make 
will operate with scarcely a sound 

There are several fundamentals 
brought out at the show which 
must be sensed more than meas- 
ured. First, the public interest in 
»wning automobiles seems to be 
as high as it has been in the 
past, but buyers are cautious and 
must be shown. They are weighing 
their dollars closely in terms of au- 
tomobile value. 

Buyers, too, are motorwise. They 
are carefully comparing the per- 
formance values of gne car against 
r1nother. Mechanical improvements 
are just as interesting to the buyer 
»9f today as appearance was to the 
buyer of a decade ago. For this 
reason operating cutaway chassis 
displays hold unusual interest for 
the sons and daughters of _ this 
mechanical age. Working displays 
of all types are proving the bs3t 
“gate getters” at the show. 

The Automobile Show, it would 
seem, will prove a tonic to many 
who have been rather discouraged 
during the past year. It is too early 
at this time even to attempt to 
measure the dollars and cents sales 
which will actually be consum- 
mated during the week. It is still 
too early to say whether the public 
has changed its mind and has 
started buying. But in any case the 
interest in owning automobiles has 
not waned. The crowds are coming 
to the show. Show crowds are po- 
tential buyers. The show 
aroused new public interest. If: it 
has opened the purse strings—well? 
In any case, it has shown plainly 
that the dealers’ “prospects” have 
not quit this earth. 

Carmakers as a whole are to be 
complimented on the splendid ef- 
forts they have made to add new 
conveniences in their 1931 offerings 
which should turn many hesitating 
prospects into buyers. 


just 


HARTER MOTOR COMPANY 
ADDS TO TERRITORY 
Des Moines, Ia., Jan. 5.—The 
Harter Motor Company, 1440 Locust 
St., wholesale distributor for the 
Dodge Brovhers car in twelve cen- 
tral Iowa counties has been given 
franchise for three additional coun- 
ties in the district, Hugh Harter an- 
nounced this week. He also an- 
nounced that the company had been 
made distributor for Fisk tires in 
the same territory. 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 
fityet byS4a ; 


which 


has | 
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Cadillac V-16 Convertible 
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Vanadium Corporation of America, 
Bridgeville, Pa. 


The history of the rise in vana- 
dium in ferrous metallurgy parallels 
the history of the growth of the 
automotive industry, and the ele- 
ment is still used to a very large 
degree in applications in which the 
utmost is demanded of steel parts. 
It is significant that the chrome- 
vanadium steels alone will permit 
being used, with merely change in 
carbon centent to suit individual 
requirements, for every automobile 
part requiring an alloy steel. 

Among the noteworthy improve- 
ments in recent years is the appli- 
cation of carbon vanadium steel in 
crank shafts, particularly those of 
complex form resulting from the 
widespread use of eight-cylinder en- 
The ultimate cost of the 
finished part is, of course, the cri- 
terion of the adoption of a new 
steel, providing, of course, it pos- 


gines 


| sesses ample mechanical properties. 


| vanadium spring steel remains the} 


| CLASSIFIED ADVERTISEMENTS | 


} 


In this instance, the substitution of 
the alloy steel in the normalized 
condition for the severely inter- 
nally stressed quenched and tem- 
pered carbon steel has resulted in 
overcoming the higher initial steel 
cost through the avoidance of in- 
numerable straightening operations, 
with, of course, the added benefit 
of minimum dimensional change 
during use. 

In automobiles built to withstand | 
long years of severe service, chrome- | 
material 
chassis 
springs. 


of first rank for both | 
springs and helical valve} 
It is interesting to observe | 


| that its very excellent pexfgrmance 
; ‘ 


in automotive equipment has led 
to equally as successful application | 
in the railroad industry, both in this 
country and abroad. This applies 
principally to leaf springs, for, al- 
though chome-vanadium coil springs 
are found to some degree in railway 
equipment, most heavy springs of 
this form have recently been made 
of a silicon-vanadium spring steel. 
As in the automotive industry, so 
also in railroad work, the vanadium 
steels have demonstrated extreme 
resistance to fatigue. 

The necessity for exceptional uni- 
formity in successive lots of a given 
steel for gears has long been recog- 
nized not only as pertaining to 
machining operations, 
havior in forging and in heat treat- 
ment likewise. 
vanadium-containing steels display 
in the highest degree, and there has 
resulted, therefore, considerable ap- 
plication of the oil-hardened types 
of chome-vanadium steels in trans- 
mission gears and of the carbon- 
izing type of chome-nickel-vana- 
dium steel for differential gears. A 
new steel embodying carefully bal- 
anced proportions of manganese 


but to be-| 


These properties | 





and vanadium has just made its ap- 


pearance for carburized parts gen- | 


erally and is therefore applicable to 
gear manufacture. Experimental 
production of a large number of 





parts is being carried on at this 
time. 

Through the acquaintance with 
the many desirable properties of 
these steels that has been developed 
through long years of automobile, 


Coupe 


application has now come their em- 


Use of Vanadium iach in 


ployment in aircraft equipment, and 
here also they are meeting with a 
great measure of success 


WILLYS-OVERLAND HEAD 
SEES IMPROVED SALES 
IN CANADA DURING 1931 


Toronto, Ont., Jan. 5 (UTPS).— 


There will be plenty of good busi- 


jness to go after in Canada during 


the year 1931, declared T. A. Rus- 
sell, president of the Willys-Over- 
land Company, in addressing a con- 
vention of 300 Ontario dealers for 
that company here. In presenting 
the program of the Willys-Overland 
Company to the dealers, and speak- 
ing particularly of the Canadian 
selling problem this year, President 
Russell said “business may not be 
rushing as in other years, but it 
should be good, and we should get 
our share” 

George M. Graham, vice-president 
in charge of sales for Willys-Over- 
land, Inc., Toledo, O., in outlining 
the company’s plans for this year 
described the new models and ex- 
plained why certain changes had 
been made and how certain engi- 
neering problems had been over- 
come. It was announced that the 
new cars which were on view at the 
convention, held at the Riviera, for 
the inspection of the dealers, would 
be placed on display to the public 
here and in other Ontario points on 
Saturday, January 17. 


MYRON D. KIDDER, INC., 
TO SELL DE SOTO LINE 
Portland, Me., Jan. 5.—Myron D. 
Kidder, Inc., will take over the De 
Soto line of automobiles and will be 
sole distributor for southern Maine, 
The concern will wholesale De Sotos 
in greater Portland and retail. them 
throughout the remainder of its ter- 


ritory. 








STEWART LOOKS FOR 


BETTER TRUCK YEAR 


New York, Jan. 5.—With the larg- 
est exhibit in the history of the | 
company on display this year, the 
Stewart Moter Corporation confi- 
dently looks forward to a year of 
exceptional business, R. G. Hatch, 
advertising manager of the corpora- 
tion, said today. 

“The fact that we felt no appre- | 
ciable decrease in sales until late in | 
1930, coupled with the facts that our | 
export business has been going | 
ahead and that replacement de- | 
mand this year is bound to be heavy, 
gives uS every reason for being | 
optimistic,’ Hatch stated. 

A new model light: delivery truck 
which appears to be the favorite of | 
the entire sales force and of which | 
much is expected is the semi-de luxe | 
panel body which embodies radical] 
changes from the old line of de-| 
sign. 
This truck takes its cue from the | 
airplane in that much attention has 
been given in the design to stream- 
line. This is particularly noticeable 
in the forepart of the chassis where | 
the hood has been remodeled and | 
the cowl made an integral part, 
of the cab. The slotted ventilators 
of the past have been eliminated in 
favor of latched doors which per- | 
mit a freer circulation in warm | 
weather. Chromium plating has | 
been employed to strip the division | 
between hood and cowl, giving the 
gentile slope of the cowl a zine 
appearance. Chromium cowl] lamps | 
have been added, while the old fa- | 
miliar splash pan has been elimi- 


DEFIANCE SPARK PLUG 
REPORTS BUSINESS GAIN | 


Toledo, Jan. 5.—Business gain in | 
every month of 1930, as compared 
with the corresponding month of 
1929, was announced by L. L. Sieg- | 
Tried, general sales manager of) 
Defiance Spark Plug.Inc., here.| 
December showed an unusual] brisk 
pickup, Siegfried said. 

“With 400 salesmen calling on the 
garage trade once every two weeks ” 
Siegfried commented, “we are in a 
position to make fairly accurate ob- 
servations of trade movement. | 

“Reports from these salesmen| 
indicate that there are now more| 
automobiles in garages for repair | 
than at any time in 1930. January | 
in the parts, repair and accessory 
Jine Jooks like a strong month, with 
probability for a rising graph for 
winter monthe, swinging into the| 
Seasonal upturn in northern states 
in the spring.” 

LATHROP-MOYER HOST 
TO OLDSMOBILE DEALERS | 

Indianapolis, Ind.. Jan. 5-—On- 
hundred dealers from principal cities 
of practically all of Indiana. and 
parts of Kentucky, Illinois and Ohio, 
comprising the Indianapolis zone, 
were guests of the Lathrop-Moyer 
Company. Oldsmobile distributor 
here, at a general business meeting 
and preshowing of the new models. 

W. F. Moyer, general manager of | 
the distributorship and also zone 
manager for Oldsmobile, presided at 
the meeting and outlined plans and 
prospects for the year. H. C. La- 
throp, president of the distributing 
company, also addressed the dealer 
group. 


FORD MOTOR CO. PLANT - 


AT COLUMBUS, 0., OPENS | 


Columbus, O., Jan. 5 (UTPS).— 
Full operations will be resumed to- 
day at the assembling plant here 
of the Ford Motor Company after 
a lay-off since December 16 for the 
annual inventory. L. Petit, manager 
of the plant, announces that seven- 
ty-five additional men, making 656 
jn all, will start working at that 
time and the daily schedule will be 
dn excess excess of 100 cars s and trucks. — 


Classified 
Advertising 


Classified Rates 5c Per Word 


AGENTS WANTED 


AGENTS wanted for the new TELOPLASH 
gunn's lug. Ready January 15th. Re- 
firin in wr at a glance. Ter- 


me fest, Write totes. ¥ale Mig. 
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~ Stewart’s New Panel Body 


CORTE SPLAT ONNE TISE RITE, NORTE TUT IRYS ore repees O° +5 ee 
sere: *rencenen —_ 


puis semi de luxe truck model embodies radical changes in the cowling, is streamlined, and now comes 
-ton chassis, 


equipped with cowl lights. The body sells at $450 and is adaptable on the 1 and 1's 
which sell at $695 and $895, respectively 





, | 
nated in favor of a solid sheet line { cab, which ‘features a one-piece ven- | York tomorrow with his wife. After 
a visit to the show he will travel | 
to the factory at Buffalo for an in- |years or more; 37, twenty-five years 


extending from the center of the) tilating windshield. 
body panel to the running board. A August Huzell, distributor in Carl- 
new military visor surmounts the | stadt, Sweden, will arrive in New’ spection tour. 


/912f 1914, | \9\3 
/16, 1918, Pr Yo, 


‘19206 1922 Mt N& 4\90\ | 
105. Yon. 


‘/92A£ 1926 


| GRAHAM. PAIGE CORP. TO 
| HOLD ‘OPEN HOUSE’ TODAY 


| New York, Jan. 5—Graham-Paige 
| Motors Corporation will hold “open 
| house” tomorrow at its salesrooms 
| at 1877 Broadway, here. There will 
'also be a luncheon. 
| Cars will be displayed on two 
jfloors and there will be a special 
|mechanical exhibition. A member 
of the factory engineering depart- 
ment will give a mechanical talk. 
Among the executives to be pres- 
ent are: Joseph B. and Robert C. 
Graham, W. H. Neely and F. R. 
Valpey. Regular show headquar- 
ters of the company are located 
at the Biltmore Hotel. 
CADILLAC AWARDS WORKERS 
FOR SERVICE OVER 5 YEARS 
Detroit, Jan. 5.—More than 1,000 
employees of the Cadillac Motor Car 
| Company were presented awards in 
| 1930 by Lawrence P. Fisher, presi- 
\dent, for continuous service for five 
| and ten years respectively. Of the 
| 6,500 Cadillac employees, 3,253 have 
been with the company five years or 
more; 1,322 ten years or more: 470 
fifteen years or more; 165, twenty 


| or more, and three over thirty years. 
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FOR 2O YEARS AUTO-LITE 


HAS BUILT QUALITY AND DEPENDABILITY 
INTO ELECTRICAL EQUIPMENT 


A twenty-year policy of highest quality in materials and 


workmanship is the basis of the tremendous success and rapid 


growth of The Electric Auto-Lite Company. 


~ 


Today Auto-Lite is the largest builder of automotive electrical 


systems in the world.—Makers of not only automobiles, but also 


tractors, trucks, buses, motor boats, fire engines and all sorts 


of heavy duty engines depend upon Auto-Lite for efficient electric 


starting, lighting and ignition systems. Write for further particulars. 


THE ELECTRIC AUTO-LITE COMPANY, TOLEDO, OHIO 


Millions depend 
upon Avte-tite 
every doy 


Auto-Lite 


Starting. lighting € Ignition 
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NEW THINGS YOU WILL SEE AT THE SHOW 


Bundy Develops New | 
Double-Wall Tubing 





MICROGRAPH of Section of Bundy Double Wall Tubing 


The Bundy Tubing Company of| carbon strip, while the stiffer tube | 
Detroit, Mich., has just announced | employs high carbon strip. Stain- | 
its new tubing, Copper Bundyweld.| less steel and iron, as well as Monel 

Copper Bunyweld is the latest | metal are used for special service. | 
development of a product well | Any gauge strip may be used, de-| 
known in the industry for the past) pending upon its use. 
ten years, a step forward from the The copper coating may be ap- 
topper, brass and_ steel-sweated | plied by several methods, either hot | 
tubes which are widely used in the! or cold, because it acts only as a | 
industry. It is designed for oil lines,| carrier of the copper into the| 
including motor manifolds; gasoline | furnace, where it is converted into} 
lines, hydraulic brake lines, one-/|a hot process. The affinity of steel | 
shot oiling systems, windshield wiper | for copper, at high temperature, pro- | 
tubes, gasoline and oil gauge lines; | duces an alloying of the two metals | 
steering gear control tubes, valve in the furnace, thereby preventing | 
lifter rods, etc. the scaling trouble on the inside of | 

Copper Bundyweld is made of} tubing so often experienced, it is 
strip steel. copper-coated, laterally | claimed. The copper coating also| 
rolled into a double-walled tube,| adds to the corrosion resistance on | 
then passed through an 
furnace which is charged with hy- 


drogen, in which at a high fusing 
temperature the 


tubing. 

The outer surface of the tube may | 
double walls are, be finished as desired, as, for in-| 
completely welded together into one} stance, a bright tin coating, a 
solid homogeneous. wall structure, | polished nickel or chromium plate. | 
having great strength, maximum | The copper finish on the tube lends | 
ductility and copper coating on both | itself to any high luster finish 
the inside and outside surfaces of | desired. 
the tube 

The weld is continuous through- 
out the circumference of the tube 
between the adjacent surfaces of! sizes will follow later. The gauges 
the double walls, hence the name at present range from twenty-four 
Bundyweld. The same_ tubemills B. & S. gauge to eighteen B. & S 
used on the sweated tithe are used gauge. Heavier gauges are possible. | 
with such refinements and strength- The ductility of the tube is said 
ening of rolls and dies as are re- to lend itself to any bends or fabri- | 
quired cation desired. 

The steel strip used has a special Through the use of General Elec- | 
surface treatment before the copper’ tric hydrogen electric furnaces in 
is applied, but in all other respects | the production of Copper Bundy- | 
ts standard strip steel. The carbon weld, the company claims it is able | 
content may be varied to suit the; to manufacture it at a cost lower 
use to which the tube is put. A! than any other high-quality tube | 
very ductile tube made of low-| on the market. : 


Overhead Door 
Corp. 


made in sizes from one-eighth to} 
five-eighths inch in diameter. Larger 


Is 


improving and that the late Decem- 
ber pay roll was the largest since 
July 31, 1930. He expects general 
business to continue upward through | 
the first quarter of the new year. 


The Overhead Door Corporation, 
Hartford City, Ind., has a full-size 
installation of its improved, stock- 
size “Overhead Door” for garages at 
the New York Show. The model “J” 
overhead door control is available 
for operating the three stock-size 
doors which make up this line. The 
control has but four moving parts. 
all of which are ball-bearing. There 
are no gears, reduction being by 
means of a “V” type belt. The 
power leads may be attached to any 
lighting circuit New this year is 
the of a roller chain in the 
lifting mechanism. A new weather- 
proof key switch, which is usually 
located on the driveway in front of 
the garage, controls the reversible 
electric motor installed in the gar- 
age which provides the lifting power. 
The adoption of the reversible mo-| For a number of years he has been 
tor has eliminated the cross-line| 4 silent partner with his brothers in 
Switches used heretofore and has/ this firm. The consistent increase 
resulted in a material reduction in in business which 
the selling price of the stock-sized has enjoyed has brought about a 

. . 5S 
— ee volume which requires, now, the 
hie diesen tak full attention of all partners 
ace re ee Reef -0 Ae Mr. Davis’ successor, C. O. Rich- 
. ° ards, has a long record of Cadillac 
service behind him. He took charge | 


McKINNON INDUSTRIES, LTD. of Cadillac's body department on 
REPORTS SALES INCREASE January 1 and took as his assistant 


Carl M. an 


W.N. DAVIS RESIGNS FROM 
CADILLAC AND RICHARDS 
HEADS BODY ENGINEERING 


Detroit, Jan. 5.—Severing a con- 
nection which has continued with | 
but one interruption for a ffll} 
twenty years, William N. Davis has | 
resigned as chief body engineer of | 
the Cadillac Motor Car Company. 

Succeeding Mr. Davis as body en-} 
gineer, according to E. W. Seaholm, | 
Cadillae’s chief engineer, is C. O. 
Richards, who for some years has| 
been assistant body engineer. | 

Mr. Davis leaves Cadillac to as- 
sume an active part in conducting 
the business of the Davis Tool and 
Engineering Company of Detroit. 


use 


this enterprise | 


the stock model 
smaller doors are 


DOMEDIAN HEADS BUFFALO 


Buffalo, Jan. 5 
michael, general manager of St. 
Catherines, Ontario, plant of Me-| PURCHASING AGENTS’ GROUP 
Kinnon Industries, Lid., controlled|..Buffalo, N. Y,, Jan. .5,—George H. 
by General Motors, has issued a|Domedian, buyer for the Buffalo} 
statement revealing new business as! plant af the Chevrolet Motor Com- ! 


-Harry J. Car- 





|}inder grinder, A 





GITS BROTHERS MFG. 
COMPANY 


Gits Oil Seal Ring, Typical Vertical | 


Shaft Application 


Gits Brothers Manufacturing 
Company, Chicago, IIl., are exhibit- 
ing a new line of seal rings. 


dirt, water and foreign matter from 


entering bearings and prevent loss | 


| Of oil. They are adapted for use 
with ball, roller and plain sleeve 
| bearing inclosures. The rings in- 
corporate leather flanges in their 
construction to operate with mini- 
| mum shaft friction. 
ommended by the manufacturers for 
use on shafts-operating at speeds 
up to 500 peripheral feet per min- 
ute. 


R. M. HOLLINGSHEAD 
COMPANY 


A new development of the R. M. 
Hollingshead Company, Camden, 
N. J., is its Whiz Uni-Foam soap. It | 
is described as a hard, pure, vegeta- | 


electric | the inner and outer surfaces of the |ble oil soap, which contains no rosin, 
; tallow or 


fillers of any sort. It is 
readily soluble in either warm or 
cold water, is fast lathering and 
rinses easily, leaving no bluish cast, 
film or streaks. It is said 
neutral soap and nonirritating to 


| the human skin and non-injurious 
/ to laequers, paints or varnishes. The | 
At present Copper Bundyweld is| specially designed Whiz Uni-Foam| ficient to provide the proper speeds 
drum assists in the rapid and eco- | 


nomical preparation of soap liquor 
it is claimed. 


AUTO. MAINTENANCE 
MACHINERY COMPANY 


Auiemotive Dry Crinder 

The Automotive Maintenance Ma- 
chinery Company, Chicago, has in- 
troduced a new fast-cutting dry cyl- 
simple adjustment 
controls the setting of the tool, 
which can be operated either by a 
standard \-inch drill or an electric 
drill. The grinder will handle a 
range of sizes from 2}4 to4'% inches. 
The abrasive dust is controlled by a 
specially impregnated pair of felt 
strips incorporated in the tool whic’§ 
follow the cutting stones. The price 
is $29. 


pany, has been elected president of 
the Buffalo Association of Purchas- 
ing Agents for 1931. G. H. ‘Doherty 
»f the U. S. L. Battery Corporation 


‘has been elected wice-presidqnt, 


These | 
new rings are designed to keep grit, | 


They are rec- | 


to be a} 


VAN NORMAN MACHINE TOOL COMPANY 








Van Norman No. 85. Automoatic piston turning and grinding machine 


Included with the new equipment 
being displayed by the Van Norman 
Machine Tool Company, Springfield, 

|Mass., are the No. 85 automatic 
piston turning and grinding ma- 
chine, the Bantam piston turning 
and grinding machine and the 
| Re-Li-O piston turning and grind- 
ing machine and a new boring bar. 

The table speed of the No. 85 is 
automatic. Three step pulleys are 
| provided on*the drive from the 

work head motor to the worm gear 
drive shaft. By reversing pulley 
positions, the operator has available 


for all pistons within the range of 
ithe machine. The maximum diam- 
eter piston which can be ground in 
this machine is 8 inches. 

Standard equipment includes 3 
piston drivers, 1 tool holder, 1 
| pan, 1 chute, 1 splash guard, 1 tool 
holder block, 1 turning tool for 
aluminum, 1 turning tool for cast 
iron, 1 can grinding oil, 1 center, 1 
wheel dressing diamond, 1 No. 6284 
| combination abrasive wheel, a selec- 
tion of twelve adaptors, together 
with the necessary belts, 
step pins, hose, nozzle, etc. The list 
price with standard electric motors 
is $1,050. 

The Re-Li-O model has been im- 
proved. It has been changed from 
one spindle speed to six speeds, a 
1-3 horsepower work head motor is 
now used, replacing the ‘4 horse- 
power motor formerly used, the 
capacity of the machine has been 


Van Norman Re-Li-O piston 


a total of six speeds which are suf- | 


wrenches, | 


increased from a 6-inch piston to an 
'8-inch size. A direct drive to the 
pump is now provided. This drive 
was previously made from an idler 
pulley. The price with standard 
motors is $750. 

The “Bantam” is a lighter model 
of the piston grinders in the Van 
Norman line. The specifications of 
this machine are: Height over all 
49 in.; center line of spindle to 
floor 41% in.; working space re- 
quired 48 in. by 32 in. deep; dis- 
tance between centers 8 i1.; tool bits 
3, in. square; piston diameter ca- 
pacity 8 in.; weight of machine 
715 lbs.; weight of machine crated 
800 lbs.; weight of machine boxed 
for export 875 lbs.; work spindie 
speeds 105 and 142 r. p. m.; v.heet 
spindle speed 2,760 r. p. m.; wheel 
head motor, !2 h. p., 1,750 r. p. m.; 
work head motor, %4 h. p., 1,750 
r. p. m.; abrasive wheel 8 in. by 
14 in. by % in.; work head drive, 
worm and worm gear; water tank 
capacity 334 gal.; pump drive, uni- 
versal jointed, shaft. 

The new boring bar, it is claimed, 
will finish a four-cylinder motor 
block in twenty minutes. The tool, 
which is made of cemented tung- 
sten carbide, can be set to cut from 
.002 to .050. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


turning and grinding machine 








RECORD IN ATTENDANCE 
AT SHOW REVEALED IN| 
SESSION OF N. A. D. A. 
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j Plymouth Coupe With Rumble Seat 


| 


are characterized by extreme rug- | 
gedness and conform to the latest | 


engineering practices. Frame is of 
the double-drop type, 
half ton unit and held rigid 
rugged cross members. It has been 
designed primarily to increase trans- 
portation efficiency and to 
costs 

All bodies, both on the 113- 
beth to their responsibilities 
opportunities in 1931. 

An air of complete business ab- 
sorption with no thought 
social features of their 
visit marks the 1931 
gathering, and discussions of dealer 
problems is evoking such thorough- 
going consideration of detail that 
any plans adopted are certain to 
represent the result of proven study. 
At press time of this issue of Auto- 
motive Daily News, no resolutions 
had been adopted, due to the deal- 
ers’ determination to sift all pro- 
posals entirely clear of dross. 

With President C. A. Vane in 
charge, the N. A. D. A. session cen- 
tered upon a discussion of scrap- 
ping. Don Blanchard, editor of the 
Automobile Trade Journal of Phila- 
delphia, spoke on 
along this line in 1930. Forum dis- 
cussion on the Cleveland salvage 


on the one- | 
by | 
lower | 


inch | 
and 


to any) 
New York | 
association | 


developments | 


plan was led by Herbert Buckman, | 


manager of the Cleveland Automo- 
bile Manufacturers and Dealers As- 
sociation. 

The part which dealers should 
piay in 1931 scrapping developments 
came in for spirited discussion, but 


at this writing had not advanced to! 


a point where a definite plan could 
be determined upon. 


C. A. Musselman, president of the | 


Chilton Publishing Company of 


Philadelphia, 
tive outlet 


for 1931, while Victor 


spoke on the automo- | 


Pope told of converting dealer serv- | 


‘More Tires Will Be Sold 


ice into superservice. a plan Mr. 
Pope is credited with originating 
in his connection with the J. Grant 
Hyde Company, Hudson-Essex deal- 
er of Akron, O. W. B. Burruss, sales 
counselor, addressed the session on 
“How to Start 
Stand.” 

In the afternoon Edward Payton, | 
accounting supervisor of the Na- 
tional Automobile Dealers Associa- 
tion, spoke on “Quantity, Quality 
and Speed Rates for Paying Sales- 
men.” An address on customer con- 
trol in the service station was given 
by G. W. Benedict, manager, lab- 
oratory garage, Weaver Manufac- 
turing Company, Springfield, 
Problems of the automobile retailer 
were Outlined by Paul G. Hoffman, 
vice-president of the Studebaker 
Corporation 


OVERLAND ANNOUNC 


NEW LINE OF TRUCKS | 


(Continued from Page 1) 


and 131-inch, are designed and built 
to custom standards. with full 
steamline design and hardwood 
construction. Every body is com- 
pletely manufactured, painted, | 
mounted and shipped with the 
chassis as a complete unit, 


fecting permanency, rigidity and 


quiet operation. The chassis of these | 
vehicles is out- | 
standing in modern motor truck en- | 


new commercial 
gineering, embodying among other 
features four-speed transmission in 
the Mode] C-131. 

The new WillysSix commercial 
cars are available in closed cab, 
pick-up body, de luxe wedan delivery | 
body, dump body, stake body, panel | 
body, canopy body and packers’ 
body, and various other types to 
meet every kind of haulage need. 

The closed cab pick-up body is 
mounted on a chassis with a 113- 
inch wheel base, the welded steel 
body is 66 inches long and 45 inches 
wide. A companion body to this 
model is the de luxe sedan delivery 
body. 
Joading space are ildeally combined 
on a 113-inch wheel base. This model 
has an exclusive Willys feature, a 
height of 47 inches, a width of 48% 
inches at the floor and 54 inches 
at the belt line. This unit has dou- 
ble rear doors with large windows, 
wsecurely hung on heavy hinges. 

The Willys Six one and one-half 


wrsneey gowBherng Bota 


From Where We! 


Til. | 


thus ef- | 


In 1931 Than During Last Year 


By W. O'NEIL 


| President General Tire and Rubber | 
Company | 


ORE automobile tires will be 
made and sold in 1931 than were 
made and sold in 1930, regardless of 
the condition of business generally. 
If business generally improves, 
this will give a considerable addi- 
tional impetus to tire production. 
In the rubber industry, in 1930, 
we know that the public consumed 


Stocks 


|/more tires than were made. 


| of tires in manufacturers’ hands to- 


|day are 20 per cent. less than they 
were a year ago and there are 25 
|per cent. fewer tires in the hands 
| of distributors than there were a 
year ago. 

Increased gasoline consumption 
shows that cars have been run more 
miles this year. Considering the 


| increased mileage that has been run | 


jand the fact that fewer tires have 
|been bought, it is evident that the 
| tires now on the wheels of America’s 
|cars are in worse shape than they 
ever have been. 

| That is why accidents due to 
skidding have shown such an alarm- 


Bus Field 


FORM NEW SERVICE 
Keyport, N. J., Jan. 5—The Asbury 
| Park-New York Transit Corporation 
to operate buses has been formed 
by Cecil S. Ackerson, Arthur S. Van 
Buskirk and Melvin A. Philo, Key- 
| port. 


| TO ABANDON SERVICE 
Syracuse, N. Y., Jan. 5—The Syra- 
oues Bativey Co-ordinated Bus 


| —————_____—_ — 


Here beauty and generous | 


ton truck is designed for modern 
transportation needs and has been 
built to ernder strenuous service 
economically. 

The dump body with cab is | 
equipped with hand. gravity, me- 
chanical power or hydraulic hoists. 
The body is of 10 gauge steel, elec- 
trically welded. 


‘ing increase this year. Tires are 
much smoother than in previous 
| years. People are just awakening 
'to the danger of riding on unsafe 
rubber. 

Smoother roads, with 
need for skid-safe tires. have made 
this danger more real. People are 
doing more driving on winter roads 
than they used to. That is why 
tires give increased mileage, for 
rubber does not wear out as fast 
in winter as in summer. and that 
is why present-day motorists need 
better tires to avoid the dangers to 
life and limb that go along with 
winter driving. 

There is bound to be an improve- 
ment in profit conditions in the 
tire industry in 1931. This is due 
to the fact that the prices of rub- 
ber and cotton have gone below re- 
production cost. Some time these 
raw materials will seek a higher 
level. 

Inasmuch as no manufacturer 
our line can be shorter than six 
months, counting merchandise in 
process, finished goods and raw ma- 
terials on hand, a rising market 
makes this picture more favorable. 


Activities 


has made application to 
the public service commission for 
authority to abandon its Colvin 
Street and Meadowbrook-Drumlins 
bus lines. 


increased 


in 


Lines. Inc., 


UTICA-SYRACUSE LINE 
Utica, N. Y., Jan. 5.—Filing of 4 


| certificate of the Central New York | 
with the secretary 


!Coach Lines, Inc., 
of state brought another local com- 
pany into the field to provide trans- 
portation between here and Syracuse. 


TO SUBSTITUTE BUSES 
Erie, Pa., Jan. 5.—Trolley service 
|between Erie and Wesleyville, Pa.. 
|will be discontinued by the Erie 
| Railways Company January 10. On 
| that date the company’s subsidiary, 


|} augurate bus service over the five- 
|mile route. The coach company has 
ordered several new buses for use 
on the new route. 


10% CUT IN TIRE 


| of 
| with 


| conference 
| ness session. 
|ident of 


| Eugene 


27 


| INTERNATIONAL TRADE. 


SESSIONS UNDER WAY 


(Continued from Page 1) 


}sales volume during the next twelve 


months. 

The 1931 Willys Six truck chassis 
Commerce, 366 Madison Ave. 

150 foreign guests in attend- 
ance. An informal luncheon was 
served at 1 o'clock, after which the 
settled down to a busi- 
Alvan Macauley, pres- 
the N. A. C. C., delivered 
an address of welcome 

Robert C. Graham. 
the N. A. C. C. export committee 
acted presiding officer The 
first paper presented was “Associa- 
tion,” by Ernest N. Smith, general 
manager of the American Automo- 
bile Association. Discussion of this 
paper was led by Emil Saljmson. 
president of the Swedish Automo- 
bile Dealers’ Association. The next 
paper w on “Highways” and was 
presented by Roy Chapin. chairman 
of the highways committee of the 
N. A. C. C. Discussion was led by 
F. A. Jettameh of Beirut, Syria 
Legislation was discussed by H. H 
Rice, chairman of the legislative 
committee. and the discussion was 
led by R.A. Cadin. vice-president of 
the Automobile Club of Europe 
C. A. Vane spoke on selling and an 
interesting discussion was led by 
J. G. Shirley, president of the Au- 
tomobile Dealers Association of 
Mexico. Victor L. Brown presented 
a paper on finance. Mr. Brown is 
vice-president of the National Asso- 
ciation of Finance Companies. The 
discussion of this paper wa: by 
Prince. representative of 
the Commercial Invesiment Trust 
Company. 


chairman of 


as 


IN NEW LOCATION 


Passaic, N. J., Jan. 5—The D.-B 
Service Garage, Dodge service Sta- 
tion. is now in its new location, Park 
Place and Main Avenue. this city 


PRICES IN CANADA CHICAGO 


Toronto, Jan. 5 (UTPS).—Effec- 
tive today, motorists in Canada will 
benefit by a 10 per cent. cut in tire 
prices. The reduciion is being 


brought into effect by all of the 
eight tire manufacturers in Canada. 
The reduction will of course vary 
somewhat according to the style and 


SHOW 


TISSUES OF 


size of tire, but the average cut will | 


amount to about 10 per cent. The 
main factor responsible for the re- 
duction is understood to have been 
the continued weakness of the mar- 
ket price for raw materials for tires. 


RECEIVERS APPOINTED 
FOR FISK RUBBER CO. 
Boston, Jan. 5.—Roland W. Boy- 
lan and Charles A. Dana have been 
appointed receivers of the Fisk Rub- 
ber Company by the United States 
District Court. For the immediate 
present the receivers plan no in- 
terruption in the regular conduct of 
the business of the company. The 
receivership does not extend to the 
properties, assets or businesses of 
the Fisk Tire Company, Inc., the 
Federal Rubber Company and the 
Fisk Tire Export Company, which 


'are subsidiary sales companies, and 


it is expected that these companies 
wil] continue with sales, deliveries 
and service as heretofore. 


BUILDING NEW STATION 

Newark, N. J., Jan. 5—John C. 
Eisele, Inc., is erecting a new ser- 
vice station at 248 Elizabeth Ave., 
this city. 


Holley Everlasting 
BRAKE DRUMS 
displayed by 
Cup Kinstler 
at Room 2241 


Commodore Hotel 
lightest drum made 


{ 


| utors, 


Automotive 
Daily News 


24—Saturday 
26—Monday 
27—Tuesday 
28—Wednesday 
January 29—Thursday 
January 30—Friday 


In addition to the reg- 
ular circulation of Auto- 
motive Daily News there 
will be Daily Distribution 
in Chicago to those in the 
trade at the hotels, meet- 
ings, show booths, ete. 
Mail distribution to dif- 
ferent groups daily, in- 
cluding fleet owners. bus 
owners, dealers, distrib- 
jobbers, factory 


January 
January 
January 
January 


‘men and others. 


| 
| 


Make Your Space Reser- 
vations Now. 


Automotive Baily News 


. TARANTOUS. Bus. Mg 
| GRAYBAR BUILDING NEW YORK CITY 


WESTERN a. 
Willard R. Cotton, 

333 No. Michigan im 
Chicago, ¥!. 


DETROIT OFFICE 
Geo. M. Blocum, Mgr 
Fisher Building 
Detroit, Mich 
EASTERN OFFICE 
J. Edward Goniones. Mg: 
Graybar Building 
New York City 
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Dealers: Sell For Profit! 


WILLYS-KNIGHT 


AT A PRICE SAVING OF 


to $1195 
f.o.b. Toledo, O. 


*700 


12]1-ineh wheelbase, 58%-ineh tread, sleeve-valve engine 


and other advantages to create wider public acceptance 


An important factor in the profit opportunities 
of the 1931 Willys line is the new Willys- 
Knight al 


Show, is arousing the admiration of the public 


. This car, presented at the Auto 
and the industry alike . . . In artistry of design, 
the new Willys-Knight is worthy to rank with 
the most beautiful of modern creations ... It 


is the largest, most powerful Knight-engined car 


s t' xX €.§ 
EIGHT S_ 
KNIGHTS 
TRUCKS 


ever offered at such low prices ... And a big ex- 
clusive selling point is the patented double sleeve- 
valve engine; the 87-horsepower motor makes this 
the most brilliant performer of all Willys-Knights 
... As for prices, they are $700 less than last 
year’s cars—a saving of more than one-third, 
Write or wire for franchise details 
TOLEDO, OHIO 


WILLYS-OVERLAND, INC., 


DwWILLYS au 


Safety glass available in all models in every window, at slight extra cost 


DURING NEW 


YORK 


SHOW 


WEEK, HOTEL 


~ 
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